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Fluorescent lighting has 
become a vital tool in 
wartime production. 


Therefore, it’s doubly 


important to sell the 
RIGHT equipment. 
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Conversion and Sub-Contracting i:vcrs 


salesman is urged to study carefully the material pre- 
sented in this issue. Our war effort demands that every 
last ounce of productive energy must be usefully em- 
ployed if we are to have a chance of winning this war. 
Before we are many months older an idle machine will 
be as much on the slacker’s list as an idle worker. 

Salesmen can do a valuable service to our country, 
their employers, themselves, if they will comb their 
territory thoroughly so as to run down unused or par- 
tially used production equipment. Then they can help 
in promoting sub-contracting or conversion by putting 
plant officials in touch with the nearest W.P.B. field 
office or exhibit. 

Their own sales and income will mount in direct 
proportion to their success in furthering the production 
drive. Every plant doing war work has a priorities 
status and—priorities orders are going to be the whole- 
saler’s bridge to the future. 


Scrap Any scrap copper, tin, steel, rubber that is 


lying around in shops, yards, garages, is today on the 
slacker’s list. Salesmen should make it part of their 

b, urging contractors, engineers, superintendents, to 
put all available scrap materials into circulation by 
selling them to a scrap dealer. Prices are governed by 
OPA schedules, so there is no point in holding scrap 

the hope of “getting a bigger price later on.” Sell it 
NOW. 

a 


. . 

Streamlining Catalogs 4 year ago we reported 
that the Motor & Equipment Wholesaler’s Associatton 
had appointed a special committee to cooperate with 
nufacturers in effecting savings on catalog size and 
ight. The committee has just reported that in the 
year “52 leading manufacturers have reduced the 
sive of their jobber catalogs from a total of 3,948 pages 
1,699 pages. The same group of catalogs weighed 
2°} pounds before the reducing exercises, now weigh 
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but 134 pounds.” We know of many catalogs in the 
electrical field that could stand some of the same stream- 
lining. 


. 

Dizzy By the end of 1942, machine tool production is 
expected to roll at the rate of $2 billion a year. That's 
approximately 20 times the volume of an average prewar 
year. It shows what can be done—forecasts what will 
happen when other vital industries also get rolling on 
war production. A gloomy outlook for Hitler and 
Hirohito. 


3s 
Percentage Leases Such leases are once more 


becoming popular.. During the 1930-33 depression 
many property owners could get tenants for stores only 
if rentals were to be based on a percentage of sales 
That seemed equitable for both, landlord and tenant. 
Today many retail stores in good locations, many gas 
stations still pay rent that is figured at a fixed per- 
centage-of-sales. The war emergency and uncertainty 
of supplies is causing a revival of that type of rent 
determination. 


Light Bulbs At a recent meeting of WPB’s Incan- 


descent and Fluorescent Lamp Industry Advisory Com 
mittee it was disclosed that there are now some 2,500 
different sizes or types of lamp bulbs. An attempt will 
be made to reduce the number to 1,000. 


: se . 
Amplified Sound The Navy Department reports 


that in the Far East, during a recent series of aerial 
battles, when Lieutenant O’Hare made a new world’s 
record—6 enemy planes shot down in one day—the 
sailors below decks on some of the U. S. ships were 
given a blow-by-blow account of the action via the ship's 
public address system. What amplified sound made 
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Quality Boosts Your Sales 


Never satisfied with mcking just good products, the Frank Adam Electric Company, for over 
fifty years, has been producing electrical equipment built better than necessary . . . Now, with 
long-experienced personnel, and with precision machines of the most modern design, we are 
equipped to meet all requirements of defense — including accuracy and high quality — and to 
meet them with dispatch . . . This high quality will enable you to increase your sales to the many 
defense industries in your territory. Like others, they will find @ Equipment efficient, reliable and 
economical — good for a long life of satisfactory service. 


— These Informative Bulletins Will Help You — 


in promoting @ Products for defense industry — whether for new construction, expansion or 


modernization. Write today for the ones in which you are interested. 


‘a No. 57 
@® Dublbrak Circuit 
Breaker Panelboards 
and Cabinets. 
16 pp. Illustrations, dimen- 
sions, capacities, prices, 


C1 No. 65 

@® Busduct 
Feeder & Plugin Types. 
20 pp. Modern electrical 
distribution system describ- 
ed and illustrated. Complete 





and suggested specifica- 
tions. 


[1] No. 59 


@ Shutlbrak Enclosed 
Switches, interlocking 
and non-interlocking. 


16 pp.complete descriptions, 


=| dimensions, capacities, 


prices and specifications. 
Also describes Shutlbrak 
Switch Switchboards. 


with details and specifica- 
tions. 


7 No. 62 


@ AC Circuit Breaker 
Service Equipment, 
Load Centers and 
Panelboards. 
20 pp. Includes capacities, 
dimensions, prices, wiring 
diagrams, illustrations and 
suggested specifications. 





Illustrated Bulletins on other @ Products are in preparation. 


If you wish several of the above, a sturdy binder will be included. Check 
the ones you want, sign your name and address on the margin, and 
mail this page to Frank Adam Electric Company, St. Louis, Mo. 
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possible there, to strengthen the interest and morale of 
the men, it can do in every war production plant. In 
addition a suitable system provides means for instant 
communication, for broadcasting reports, music, special 
instruction, may be used as an air raid alarm or auxiliary 
alarm system. 


The Time To ACT is NOW on Maren 9. 


1942 the Division of Industry Operations of the WAR 
PRODUCTION BOARD announced a reorganization 
of the Bureau of Industry Branches. Sections 1 and 2 
of that order are so pertinent to the point, that we must 
quote them here verbatim : 


Section 1. Purpose of this Order: 


O1 It is the primary purpose of this order to develop 
a uniform conception of the status and function of the 
chief of an industry branch within the Division of Indus- 
ry Operations. 


Section 2. Principal Task of Branch Chief: 


O1 The main task of each branch chief will be to 
bring about maximum use of existing industrial capacity 
within the industry assigned to him for the production 
f war material and products for essential civilian use. 
He will assist the industry assigned to him in every 
phase of its production program, including conversion, 
financing of new or expanded facilities, problems of 
labor supply, and procurement of materials and equtp- 
ment, 

In the preamble to the formal order it is stated that 
“several of the industry branches have been divided, 
and the total number is now 24.” 

At this point it should be recalled that when the 
U.S. Bureau of the Census divides the nation’s manu- 
facturers it includes the electrical industry as one of the 
18 major groups. That fact alone should justify a 
separate “branch” in the WPB’s new set up, but you 
will look in vain for an electrical manufacturers’ branch 
in the list of 24 branches. 

There is however a separate branch for the farm 


achinery industry which in 1939 produced about one- 
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tenth as much machinery as did the electrical industry. 
And the toiletries and cosmetics industry has been dig- 
nified by getting its separate branch although its total 
1939 output of $150 million was no greater than that of 
just the appliance group of the electrical industry. 

But, that great industry in which one manufacturer 
alone, the General Electric Company, booked $1,132,- 
000,000 worth of orders in 1941, that industry must 
continue to struggle along as merely a sub-division of 
the building materials group. 

Without a separate electrical manufacturers branch 
individual manufacturers and independent wholesalers 
would be condemned to fight their battles, for existence 
individually. They would stand sentenced to fight their 
way through bureau after bureau, branch after branch, 
section after section, rarely catching up with anyone 
who understands the many ramifications of the elec- 
trical industry or the complexity of its products. 

If these conditions are allowed to prevail “for dura- 
tion” the electrical manufacturing industry will be 
unable to carry its full weight in our war effort. 

It will have lost recognition as a separate, a vital, 
strong, united force that is equipped and able to do its 
share in the nation’s winning of the war. 

It will emerge from the emergency not as a major 
industry but as an assortment of emasculated groups of 
“bits and pieces” makers. 


That must not happen. 


Electrical manufacturing must gain full recognition 
as a separate unit in our industrial community if it is to 
be allowed to give to our war effort all that it is capable 
of giving under proper administration by branch and 
section chiefs and personnel that through personal 
experience or contact has gained a sympathetic under- 
standing of its problems. 

Furthermore the new Distribution Section for the 
klectrical Branch should be allowed to operate so that 
wholesalers and their facilities might be utilized to best 
advantage in making electrical materials, repairs and 
maintenance supplies available to the thousands of war 
production, converted and sub-contracting plants 
throughout the country at the point of use and when 
needed. 

It is certain that with such a plan in operation the 
electrical manufacturing and wholesaling industries will 
build up an enviable record of achievement in helping 
the nation to win the war. 


EDITOR 

























JEFFERSON 


TRANSFORMERS 
FOR MERCURY LAMPS 


Correctly designed to provide the 
necessary current through the start- 
ing and operating cycles of mercury 
lamps, Jefferson Transformers more than meet the most 
exacting requirements. Tested and approved by Electrical 
Testing Laboratories of New York, they are listed also by 
Underwriters’ Laboratories, Inc. ... To be sure of maximum 
lighting performance —specify dependable Jefferson 
Transformers. They are made in single and two lamp types. 


TO PREVENT SERIOUS DAMAGE TO 
ELECTRIC MOTORS AND EQUIPMENT 


Proper fusing eliminates unnecessary shut-downs and 


damage to motors, wiring and equipment. Delays 
interfere with all-out production. 

Jefferson Re- 
newable Fuses 
provide the safe, 
reliable protec- 
tion required, 
When excessive 
overloads re- 
quire these fuses 
to open the cir- 





Capacities from 
25 V.A. to 
25 K.V.A. 230 575 VOLT POWER CIRCUIT 


TO INSURE MAXIMUM LIGHTING PERFORMANCE By 


JEFFERSON. 


BALLASTS a ty 
FOR FLUORESCENT LAMPS 


24-hour production demands the best in fluorescent light- 
ing—and the best in Ballasts. Experience in the making of 
transformers, chokes and controls as used with luminous 
(neon) tubing, mercury lamps, street lamps, X-rays —com- 
bined with research, specialized engineering and expert 
craftsmanship—insure uniform high quality and long-life per- 
formance of Jefferson Ballasts... It is significant that so 
large a majority of important lamp manufacturers, engineers 
and contractors insist on long-life Jefferson Electric Ballasts. 
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cuit, they do it 
safely. Their rug- 
ged construction 
and simple de- 
sign permit quick 
cleaning and 


easy renewal. 


JEFFERSON 


RENEWABLE 





UNION FUSES super-tac 
















TO SAVE POWER, COPPER and STEEL 


Eliminate duplicate high and low voltage circuits—distribute only the 
230 to 575 volt service—and provide the 115 volt current where 
needed for lamps, small tools and appliances by means of Jefferson 
Electric dry type Power Circuit Transformers. Copper, conduit, and 
wiring time are saved,—power costs reduced. 
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JURCE These monthly reports covering the business 
ictivities of electrical wholesalers throughout the United 
States are collected and compiled by The Bureau of the 
‘ensus of the U. S. Department of Commerce. 
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Business Index 
For the Month of February 1942 





SALES Taking a spurt during its pickup from the 
December 1941 high, the sales of electrical wholesalers 
in February showed a gain of 28 percent over the same 
month of last year. This figure assumes greater 1m- 
portance when we note that February 1941 was a 
month well above the half-way mark toward last year’s 
peak. Business then was already 55 percent above the 
1940 level. 

Furthermore, with the volume of war production 
being stepped up continuously and sub-contracting and 
conversion creating new demands it is probable that 
our index will not show any drastic declines, even 
though each 1942 figure will be compared with all-time 
highs set each month, last year. 

The total sales as reported by 322 firms were 15 per- 
cent above the sales reported in January. This again 
is very reassuring in that it reflects no real slackening 
of the pace but instead wholesalers appear to be taking 
the current demands on their services strictly in their 
stride. 


INVENTORIES The sudden increase in sales, as 
noted above, cut into stocks, leaving them 3 percent 
below the January figure. However, the situation is 
far better, by 37 percent, than last year when electrical 
manufacturers had not pushed production levels to the 
heights necessary to have replacement shipments keep 
pace with sales. 


COLLEGTIQNS The collection percentage as re- 
ported by 302 firms was 73 percent, which was 2 
percent above the figures of both last month and Febru- 
ary, 1941. Accounts receivable were 29 percent above 
the same month last year, but were 7 percent below last 
month. 
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Distributors _ 


Avs on G-E Wiring Materials Distributors’ 
service and war aid cooperation began appear- 
ing in February in regional and national maga- 
zines. They were seen by electrical contractors 
and engineers, industrial men and utility men. 
Those ads weren’t one time “‘shots.”” New simi- 
lar ads appeared in March. Others are appear- 
ing this month, and still others will appear 
every month this year, until every G-E Distrib- 
utor has been represented. 

General Electric is proud of its wiring ma- 
terials distributors . . . knows that they want 
to serve customers well . . . knows that they 
want to do everything possible to aid the war 
effort. Therefore, this series of ads was designed 


to remind the publ 96 
by G-E Wiring a 4 
service includes materialfAG@QgQaeEA IE 
enhanced by the variety MMM YW 
... prompt delivery... f jj); LEK 
ance in selection of material&% Li 

G-E Wiring Materials Distributé 
eral Electric are working closely 
aiding the war effort. These ads illustra 


ZY 


wide extent of the cooperation. Customers 
General Electric Wiring Materials Distributors 
are helped in every way possible in working 
for U.S. victory. General Electric Company, 
Appliance and Merchandise Department, 
Bridgeport, Connecticut. 


GENERAL (%) ELECTRIC 
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REGIONAL ANALYSIS 


ACH one of the nine geographical regions felt the 

February increase in sales, although the percentage 
increase varied from a low of 6 percent (New England) 
to a high of 46 percent (Pacific) as the impetus of 
increasing war production struck with varying force. 
It must be noted that the two districts showing the 
largest monthly increase for February (Pacific and 
Mountain) are the same two regions that stood lowest 
in the regional index last month. 

Third from the top in gain over January is Region 3 
(Kast North Central) where it is apparent that the 
results of converting the huge auto factories to war 
production is showing in increased sales of electrical 
goods in that area. 

The old, established industrial areas of New England 
and the Middle Atlantic States continued close to 
national average in February, while those regions 
showed a small lag in January. 

Compared with the same month last year, all but two 
areas were nearly even in their gain for February. 
Region 6 (East South Central) was only 2 percent 
above last year, but it must be remembered that those 
states were benefited by much government construction 
during this period of 1941. The Pacific Region showed 
a gain of 44 percent above February 1941, 16 points 
above the average even though that area was thriving 
in sales of electrical goods at this time last year. 

All but one Region (East South Central) found 
deliveries from manufacturers insufficient to keep their 
inventories up to last months level. Again the Pacific 
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FEBRUARY, 1942 


Figures in this table apply to the geographic divisions 
as outlined and numbered in red ink on map above 





FEBRUARY, 1942 | Geographic] FEBRUARY, 1942 
Compared in % with Division Compared in % with 
(See Red 
January February figure on 
1942 1941 Map) 


SALES | INVENTORIES 


January February 
1942 1941 


106 | 128 
107 | 124 
116 | 132 
112 123 
109 120 
110 102 
107 | 129 
138 133 
146 144 


96 132 
98 139 
9 | 195 
95 | 140 
97 128 
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94 116 
99 158 


omy ouhwnd 


For 


115 | 198 U.S. A. 97 

















area stands out as an exception to every average. 
Although sales increased 46 percent over the previous 
month, inventories were kept within 1 percent of the 
January level. 

That manufacturers are keeping up a steady flow of 
electrical goods is more evident from Regions 1, 2, 5, 
and 7. These areas had sales nearly the same in Febru- 
ary as in the previous month, also their inventories were 
maintained at an almost even level. 
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yTRAWS 


By "The Man with the Panama Hat" 


WHOLESALER'S NEW SET-UP Soon after April 1 
the new forms, PD-1X will be available which are to be 
used by wholesalers in applying for preference ratings. 
\lso a new order, L-63, is being prepared to replace the 
M-67 order which was found cumbersome. (The full 
text of this announcement is printed elsewhere in this 
issue. It is hoped that copies of the forms, details of 
handling and full interpretations will be available for 
publication in our May issue. The Editor.) 


CONVERSION DRIVE Grim determination is back of 
WPB’s drive to convert every possible plant to war 
production. Plant managers will be told to convert 
“or else and—the government is absolutely 
sincere in the threat, but also: The government is not 
interested in operating plants. It wants industry itself 
to do the job. The theory is that management of plants, 
large or small, knows best how to get the most out of its 
equipment. Government does not want to interfere, but 
it wants production. An official “Plan Book” for the 
Production Drive already has been issued. Blanks are 
even now being sent to plants for monthly reports on 
percentage of conversion to war production. There 
will be pressure if progress is unsatisfactory. Thirty- 
one regional conferences are scheduled in key cities 
where representatives of Management and Labor will be 
told why the Production Drive is on and why IT MUST 


SUCCEED. 
* 


PRICE CEILINGS So far no plan for a broad system 
i price fixing has been adopted. Where temporary 
price ceilings are announced, these are based on prices 
revailing during some specified 5-day period. Per- 
nanent ones must be established within 60 days there- 
iiter. Enforcement eventually may be effected through 
ompulsory posting of ceiling prices in each establish- 
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ment. Important part to remember is that price ceilings 
for important classes of consumer goods and other prod- 
ucts are on the way, because it is believed that this will 
be one way of preventing a run-away inflation of prices. 
Other measures will reinforce the price control effort. 


MORE HOUSING The War Production Board ap- 
proved on March 17 the construction of an additional 
350,000 dwelling units for war industry workers. This 
thore than doubles the original defense housing program 
as announced last September. Of the total, 150,000 
units are to be financed by the government, 200,000 
through private sources. 


EXIT — COMPETITIVE BIDDING This means that 
small business will have more chance than ever before 
to get government business. True facts on equipment, 
ability to produce and deliver will weigh heavily in the 
scale. Price will be secondary consideration. BUT— 
don’t think that the lid is off the prices. More speed is 
to be obtained through streamlining of operations. 
Prices will be watched more closely than ever, and 
there'll be no getting away with profiteering. 


FIRMLY IN THE SADDLE [Don’t let anyhody fool you 
about Donald Nelson’s status. He is doing a real job, 
every unbiased opinion gives him credit for having ex- 
ceptional ability. The White House has given him full 
powers and he knows how to use them—let the chips 
fall where they may. The sniping now going on in 
certain quarters will subside as Nelson’s efforts begin 
to show results. 

(Continued on page 29) 








It seems timely, therefore, to answer 
the more frequent questions in this 
REPORT TO ELECTRICAL DISTRIBUTORS. 
Is there any one best kind of industrial 
lighting? Yes, continuous-row fluorescent 
lighting is proclaimed “the new standard 
for industry” by lighting authorities. 

Is there any one best continuous-row 
lighting system? We think MILLER 50 
FOOT CANDLER, 100 FOOT CAND- 
LER and MILLER TROFFERS are 
measurably superior to any other equip- 
ment on the market today. The MILLER 
System was the original continuous -row 
lighting system. 

When were the first MILLER installations 
made? MILLER Fluorescent Systems have 
been in use since January, 1940. 

How many installations have been made? 
Over 135 miles of MILLER Fluorescent 
Lighting Systems are in use. 

in what kinds of plants? In armories, arse- 
nals, airplane and parts plants, in the fac- 
tories of all types of offense suppliers. 
What kind of deliveries are you making? 
Deliveries are moving smoothly, fast and 
ahead of building schedules as a rule. And 
no major installation goes in without a 
MILLER engineer on the job. 

What about priorities? We like many other 
manufacturers are dependent on material 


50 FOOT CANDLER 
100 FOOT CANDLER 
MILLER TROFFERS 


Continuous Wireway Fluorescent 
Lighting Systems 














allocation. We are cooperating 100 percent 
with the war program. 

Are you biased in favor of fluorescent? 
No. MILLER offers a complete line of 
fluorescent and filament lighting equipment 
for every commercial and industrial need. 


What is the significance of the names 50 
FOOT CANDLER and 100 FOOT CANDLER? 
The 50 FOOT CANDLER, using 40-watt 
Mazda F lamps, is designed to provide a 
minimum of 50 foot candles of illumination, 
and the 100 FOOT CANDLER, using 100- 
watt Mazda F lamps, a minimum of 100 
foot candles when mounted and spaced on 
centers prevailing in the average plant. 
Are MILLER Lighting Systems priced low, 
medium or high? A direct comparison of 
“fixture cost” is not possible because these 
units are more than a “fixture” for they 
provide a complete lighting system, wire- 
way channels, auxiliaries, wire and reflec- 
tors, making possible savings of from 30 
to 50% in the cost of installation. 

Are 50 FOOT CANDLERS and 100 FOOT 
CANDLERS suitable for lighting offices, 
drafting rooms, and similar locations? They 
are, but MILLER TROFFERS, Continu- 
ous Recessed Fluorescent Lighting System, 
are recommended for use with acoustical 
or other hung ceiling constructions. More 
than 25 miles of MILLER TROFFERS 
are in service today. 

Any “bugs” to be eliminated from these 
3 lighting systems? No. They carry 
MILLER ’s guarantee, and have been 

















proven by more than two years’ intensive 
service in manufacturing and war plants 
of all kinds. 

What do you mean “Guaranteed”? Each 
fixture comprising either of these lighting 
systems carries a written guarantee backed 
by The Miller Company’s 98 years of spe- 
cialization in lighting equipment. 

Have you any actual figures on increased 
production with MILLER 50 FOOT CANDLERS? 
In one group of textile mills, for example, 
where accurate records were kept, MILLER 
50 FOOT CANDLERS are credited with 
(1) Increase in weaving efficiency from 
81% to 84%, with a decrease of 22% in 
mending costs; (2) Increase of weaving 
efficiency from 83% to 87.7% with a de- 
crease of 25% in mending costs. 

What about maintenance? Simple in the 
extreme. The porcelain-enameled reflectors 
are easy to remove and clean. 

What of the future? Any plant can be re- 
arranged, or laid out for entirely different 
work without touching the MILLER 
Lighting System. Should it want greater 
illumination, it can get up to 45% more 
without adding new fixtures. 


How do we go about getting complete 
specifications on the MILLER Continuous 
Fluorescent Lighting System? Wire The 
Miller Company direct, at Meriden, Conn., 
or phone our nearest representative. 















THE MILLER COMPANY 
MERIDEN, CONN. 

Pioneers in Good Lighting Since 1844 

- @ MILLER offers a complete line of 

filament and fluorescent lighting equipment 
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P-55 An amended version of Prefer- 
ence Rating Order P-55 covers ex- 
tension of preference ratings on 
defense housing. Under the order as | 
now amended, “suppliers who proc- 
ess the material they furnish to the 
contractor or sub-contractor in any 
substantial way may not extend the 
ratings or orders which they fill.” 
Instead it is suggested that those 
suppliers should operate under the 
Production Requirements Plan. All 
extensions of priorities ratings by 





builders or sub-contractors must be 
countersigned by an _ authorized | 
agent of the FHA. 

Other important provisions are | 
contained in the amended version | 
including one which permits suppli- | 
ers and stib-contractors to defer ex- | 
tension of-ratings up to a period of | 
three months, and to “basket” or 
accumulate ratings until they are | 
able to place an order for a mini- | 
mum quantity procurable on custo- 
mary commercial terms. 


ELECTRICAL MEN WANTED | 
An SOS from War Production 
Soard’s Distributors Branch calls 
for five “trained electrical supply 
clerks, such as quotation men, price 
clerks or inventory record clerks.” 


Concerning VITAL 


MATERIALS and POWER 





They must be able to pass upon, and 
execute daily, at least 200 applica BY SELECTING CERTIFIED BALLASTS 


tions for priorities assistance from 
wholesalers. Should be above mili- 
tary age. Starting salary $3,200. If 
interested address Personnel Man- 
ager, care of Mr. McKew Parr, 
Senior Electrical Consultant, The 
Distributors Branch, Second Floor, 
lemporary building “C’’, Washing- 
ton, D. C. You can speed up due 
consideration by obtaining applica- 
tion forms from the nearest office of 

War Production Board. Then 
hll out and forward as above. 


NEW WIRE SCHEDULE The | 
O.P.A. issued March 17th, 1942 
mendment No. 1 to the revised 
‘‘lectric Wire and Cable Price 
Schedule No. 82. It is explained | 
at the amendment ‘“Exempts 
(Continued on page 31) 
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Properly designed, constructed and tested Fluorescent Lamp 
Ballasts are a present day conservation must. Approved 
Ballasts save on war-valuable materials because they give 
longer service and also lengthen lamp life by delivering pro- 
per starting current and a constant power flow. Then too, 
Certified Ballasts will give maximum lighting efficiency with 
lowest power loss. 

Save on essential lamp and ballast materials as well as val- 
vable power. Insist that all Fluorescent Ballasts you install bear 
the three seals that stand for long performance— UL) for 
Safety: ey for Operating Standards: for Quality. De- 
signed for long lamp and ballast life, constructed on auto- 
matic equipment for accuracy and constantly tested for close 
tolerances, Chicago Transformer Certified Ballasts will give 
you Fluorescent Lighting at its best. 


CHICAGO TRANSFORMER 


CORPORATION 
3501 WEST ADDISON STREET ¢ CHICAGO 


























“5 MES. 


one AMOWICL 


A 


A dependable source of supply is one of the most important factors 
in the completion, on schedule, of any job. Dependability involves 


three things . . . material that will do the job, quality and delivery. 


Spero can check 100% on all of these requirements; not for one 
product, but for five lines of electrical items to meet standard needs 
in their respective fields . . . REFLECTORS, FLUORESCENT 
LIGHTING, FLOODLITES, VAPOR PROOF UNITS, ELECTRI- 
CAL CONSTRUCTION MATERIALS. Thirty years experience in 
the manufacture of electrical products have made a dependable 


source of supply. 


There is no need for you to coordinate the deliveries of several 
suppliers. Be sure the material will be on the job; QUOTE SPERO. 


@ REFLECTORS @ FLUORESCENT LIGHTING 
@ FLOODLITES @ VAPOR PROOF UNITS 
@ ELECTRICAL CONSTRUCTION MATERIALS 


Our large plant in Cleveland is geared to 
produce in anticipation of your demands. 
Count on SPERO as your source of supply on 
these five lines of electrical equipment. 


THE SPERO ELECTRIC CORPORATION 
18222 LANKEN AVE. *%& CLEVELAND, OHIO 
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prices of products sold under devel- 
ypmental contracts with the U. S. 
Government, simplifies manufactur- 
er’s reporting requirements, and im- 
proves control of prices over new 
ind specially designed products.” 


| 


RATIONING The sugar-rationing 
cards now being prepared for distri- 
bution to all householders are fore- 
runners of many other rationing 
cards, yet to come. Gasoline ration- 
ing is already scheduled. Other 
consumer items will follow. Donald 
Nelson has empowered J. S. Know!l- 
son, Director of Industry Operations 
to delegate WPB’s rationing au- 
thority to the OPA. The latter has 
created a special Rationing Division. 


PRIORITIES You should address 
Phe Division of Information of the 
Office for Emergency Management, 
Social Securities Building, Wash- 
ington, D. C., if you wish to have 
simple listing of all priorities orders 
in the M, P, E and L series, plus 
miscellaneous orders and _ regula- 


tions. Supplements to the original 
compilation are issued weekly. The aller & re) R T at € MAN 


uilletin is purely a listing and does 


ee WHO KNOWS GOOD TOOLS 
: Seine 
tions. 


. KLEIN 


Look in the hands of the man who knows good pliers—you 





TO AID SUB-CONTRACTING The probably will find that he uses Klein’s. Almost a century of 
Chicago area will get an experi- manufacturing experience is back of every pair of Klein pliers 


mental “Directory of War Work 
for Sub-contracting,” says William 
H. Harrison. Director of Production their reputation for reliability when the going is tough. 
of the WPB. In the test, selected 
prime contractors will list the work 


—almost a century of “know how” that has won for Klein’s 


Klein pliers are made in a variety of sizes and styles to suit 





be done by separate parts, classi- every electrical need. In the Army, Navy and on priority jobs 
ing each by the machine needed they are assuring better work—faster work. 


make it, the tolerances required 
d the hours per week these ma- 
; ines have to work. All that in- 


5 rmation will then be put together ta & Sons 
; so. that prospective sub-contractors —e IL USA 
} L M T I ¢ 


ll readily find the jobs that will fit | 


A GoO 





(Continued on page 33) 
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OR the second time in our long 

period of service to industry, 
P-A-X automatic interior telephones 
are helping to speed and simplify 
war production. 

That was to be expected! For war 
throws the spotlight on America’s 
need to make every man-hour more 
effective . . . to salvage the precious 
time now lost in slow, inefficient 
interior communication. 

You can contribute an important 
part to war production by recom- 
mending P-A-X—the automatic in- 
terior telephone system which saves 
walking and waiting . . . provides 
instant communication between in- 


dividuals and departments . . . makes 
supervision and control easier and 
better. 

Many of your customers whose 
work is tied into the war effort can 
speed production—lower costs, by us- 
ing P-A-X automatic telephones for 
interior communication. Give them 
all the facts. If you need help, call 
on the Automatic Electric represen- 
tative nearest you. He will be glad 
to work with you. 

These systems are designed for 
private service. They are not in- 
tended to be connected with the 
public telephone system. 


Today industry needs better, faster, easier 
communication to get more work done in 
less time. P-A-X provides this—and it 
saves money too, because it is user-owned 
—reduces rental expense. 


P-A-X provides rapid-fire transmission of 
orders and information. Inside calls are 
never delayed by busy outside switch- 
boards. Employees stay at their desks 
where they can produce. 


AUTOMATIC & ELECTRIC 


PRIVATE 


INTERIOR TELEPHONE SYSTEMS 


Distributed by: American Automatic Electric Sales Company, 1033 W. Van Buren Street, Chicago, Ill. 


Sales and Service Offices in Principal Cities 


In Canada: Canadian Telephones & Supplies, Ltd., Toronto, Ont. 
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their equipment and they will be 
placed in position to deal directly 
with the prime contractors. Other 
plans with the same objective— 
bringing prime and sub-contractors 
together—but involving somewhat 
different approaches are to be tested 
in other industrial areas. 


PRIORITIES GO PRP = Sometime 
between April 1 and June 30 most 
of the existing blanket priorities 
rating orders will be revoked or 
allowed to expire, and companies 
now operating under blanket ratings 
will have to apply for priorities 
assistance under the Production Re- 
quirements Plan. More complete 
control over actual distribution of 
scarce materials is the objective. 
Ratings will cover specific essential 
uses and specified quantities of the 
material or product. (The full text 
of the priorities announcement is 
printed elsewhere in this issue.) 
























FOUR THINGS 
TO REMEMBER 


1. 





53.4% of all jobs done by contractors involve 





the installation of lighting fixtures 


Modern industrial lighting requires both Fluo- 
rescent and Incandescent lighting 





PERSONNEL PROTECTION The 
Office of Civilian Defense announces 
a pamphlet containing suggested 
regulations for the protection of 
store patrons and personnel during 
air-raids. Important point is, that 
the OCD contends, that proper pro- 
tection is “the direct responsibility 
of store owners.” Ten specific “re- 
sponsibilities” are listed. These in- 
clude: Mechanical alarm, proper 
black-out provisions, emergency 
lighting system, emergency com- 
munications and signalling systems. 


CRITICAL LIST The Housing Pri- 
orities Branch of the Division of 
dustry Operations has issued a 
efense Housing Critical List which 
ovides that: “Armored cable, me- 
allie cable, metallic raceways, and 

etal outlet boxes are allowed only 
where other methods are prohibited 

the National Electric Code.” 


I; 
D 
pt 
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QUAD’s high quality materials and reflecting 
surfaces are equally important on both incan- 
descent and fluorescent units 


QUAD RLM and other porcelain enameled 
lighting units all have correct basic designs 
and construction features offer- 
ing you the finest in Industrial 
Lighting Equipment. 


NO, 1181-M 
RLM THREADED 
DOME REFLECTOR 











QUADRANGLE MFG. COMPANY 


Mp4. of Jucandescent and "Bluorescent Lighting Equipment 
32 $0. PEORIA ST. CHICAGO, ILL. 














ors a complete line of 
‘ened to fit not 


only its ow® a and fixtures, but to be 
-nterchangeable with the sockets of many 
other leading manufacturers- 

Hygrade sockets embody four outstanding advantages» not 
found in any other kind: 


more durable, all over- 


1 They're stronget, 
e so they ne 


ver break at the lamp 


2) They're mad 
insertion point. 

3 They're designed S° the lam 
and can’t fall ovt- 


A They're built $ 
contact with one 


ps are easy to insert 


o starters always make positive 


easy twist. 


TO BALLAST! 


tat is the 


The Hygrade Premium Miras 
only standard starter made that breaks 
the circuit automatically when the 

ded. This exclu- 


life is em 
jnua 


flashing of dead lamps> 
overload; prevents power waste; 
Like all Hygrade starters, the Premium Mirasta 


starting and re-starting- 


0, one of many Hygrade Miralume 


MIRALU ME F-24 
for every industri 


fixtures 


‘al need. 





Qn Conversion And Sub-Contracting 


Industry must find and use every means to do things which we 


never thought possible, and as the only straight fast road to 


victory, “Conversion must be the industrial evolution of 1942.” 





is worth 10 that we might 
produce next year. 

“This year—1942—is the critical 
year in the existence of the United 
States. I’m not painting the picture 
darkly, but I do believe that we who 
know what American industry can 
do must look at the situation 
squarely and see what we can do to 
make up for lost time. 

“We've lost a lot of time because 
industry was fearful of what might 
happen after the war if all our pro- 


“f VERY weapon we make today 


This group of excerpts from 
statements by Donald M. Nelson, 
Chairman, War Production 
Board, is printed here, so that 
our readers may realize more 
fully the urgency of the need for 
more production. 


It will become obvious, upon 
reading Mr. Nelson's appeal, 
that every wholesaler and sales- 
man must henceforth function as 
a missionary for industrial con- 
version and subcontracting, be- 
cause every ounce of war pro- 
duction, added through such ef- 
fort will definitely contribute to 
our chances of winning the war. 

The Editor. 


ductive facilities 
panded. Let’s stop thinking about 
what we'll do when it’s all over and 
start thinking about what we’re go- 
ing to do now to prevent it from 
being all over for us. 

“We've wasted the golden months 
in which we could have got fully 
ready—the months in which we 
could have expanded our steel in- 
dustry, our chemical industry, our 
copper industry, and all the others, 
so that we could have plenty of 
everything. But we still have silver 


were over-e€x- 


EPs PhS «i 
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months—the months which remain 
in 1942—and in them we can still 
do things that we never thought 
possible. The speed, energy, will 
and determination which we put into 
those months will determine what 
we'll think when those months are 
gone.” 

Getting maximum production at 

once depends on these things: 

1. Getting greater production out 
of the plants and machines 
which are now producing war 
goods. Even though the coun- 





try today is producing a much 


greater volume 


of armaments 


than in 1918, the present vol- 
ume is not nearly so great as it 


must become. 


Getting military production out 
of factories and machines which 


are now 


goods — in 


producing 
other 


civilian 
words, by 


conversion of industry to full 


war production. 


Knlisting the services of small 


producers, 


through 


sub-con- 


tracting and through the let- 
prime 
groups of small manufacturers 
who have pooled their facilities. 
“There isn’t a single big producer 
who can’t do more than he is doing 


ting of 


now if he subcontracts part of the 


job. 


“Industry itself must find the way 
not make 


to do that job. 


the mistake of relying on govern- 
ment to do it, because we in Wash- 
ington can’t possibly do more than 


contracts 


It must 








EXAMPLES OF 
COMPLETED INDUSTRIAL CONVERSIONS 


What does a company's peacetime production qualify it to make 
for the government in wartime? 
Here are sample answers to that question, obtained by Business 
Week from direct reports and from War Production Board infor- 


mation. 


Obviously, these samples do not exhaust the list. They are quoted 
as typical, and represent actual experience of conversion from peace 


products to war 


IN PEACE 


Advertising specialties 

Agricultural imple- 
ments 

Air conditioning 
equipment 


Automatic pencils 

Automobile bumpers 

Automobile special- 
ties 

Beverage containers 


Bicycles 

Bronze windows 
Builders’ supplies 
Cans 


Carpets 

Cash registers 
Cigar lighters 
Clocks 


Coffee strainers 
Costume jewelry 


Cutlery 

Egg poachers 
Electric fans 

Felt washers 

Fire alarm systems 


Fish nets 
Fishing tackle 
Guard rails 
Hair curlers 


Hardware 
Lawn mowers 
Linoleum 
Mayonnaise 
Metal signs 
Oil burners 
Oil filters 


products. 


FOR WAR 


Cartridge cases 
Shells 


Ship, plane and tank 
parts; heating and 
cooling coils 

Brass shell boosters 

Cartridge cases 

Sub-machine guns 


Oxvgen tanks for 
planes 

Torpedo parts 

Gun ring mounts 

Shell caps 

Cartridge box liners, 
torpedoes 

Gun barrels 

Automatic gun parts 

Metal fuse parts 

Turn-and-bank indica- 
tors, armament 
packing boxes 

Flvers’ kits 

Bomb and torpedo 
fuses 

Bayonets 

Percussion caps 

Parachute flares 

Fiber containers 

Remote control 
equipment 

Camouflage nets 

Ammunition chests 

Anchors 

Aircraft assembly 
clamps 

Detonating fuses 

Hubs for tanks 

Shell casings 

Gun mount plates 

Fuse boxes 

Machine-gun_ parts 

Incendiary bombs 


IN PEACE 


Oil well rods 
Orange squeezers 
Organs 


Permanent-wave ma- 
chines 

Phonographs 

Piston rings 

Plate glass 


Printing equipment 
Quarry products 
Razors, blades 
Roofing steel 


Safes 
Sawmill machinery 
Screens 


Shoes 


Shoe machinery 


Silverware 

Steel kitchen ensem- 
bles 

Stoves 


Thermometers 
Tire chains 
Toy trains 


Underwear 
Vacuum cleaners 
Vending machines 
Watches 


Washing machines 


Wrenches 
Zippers 


FOR WAR 


Armor-piercing shot 
Bullet tools, gages 
Ammunition boxes, 

test-tube stands 
Chests 


Ammunition boxes 

Dummy fuses 

Machine-gun em- 
placements 

Shell machinery 

Shell machining work 

Primers 

Base plates, shell 
casings 

Gun mounts 

Gun - carriages 
Aircraft windows, 
fuses 

Field bags, first aid 
pouches, helmet 
linings 

Ball projectiles, 37 
mm guns 

Medical forceps 

Anti-aircraft shells 


Ammunition boxes, 
powder cans 
Shell boosters 
Machine-gun forgings 
Binnacles, naval gun 
sights, compasses 
Mosquito netting 
Primers and fuses 
Rifle parts 
Chronographs, fuse 
parts, timing instru- 
ments 
Airplane wing parts, 
carrying cases 
Cartridge holders 
Gages 











Industry has been lazy 


part of it. 
on this whole subject, because the 
job has looked pretty difficult. The 
day for that sort of laziness has 
passed. 

“Industry’s responsibility is great, 


in all of this. The job will take 
brains and initiative; but we can do 
it if we go out with a will, if we stop 
thinking about what we're going to 
do to the enemy in 1943 and start 
thinking about what we're going to 
do to him in 1942. 
“This country today 
most gigantic job any country has 
faced in all history. We must build 
a great armament program: we must 


faces the 


make up, in less than two 


what the 
done in ten years; we 


years, 


nations have 


aggressor 
must make 
today the things we would be making 
next year if we had the time to 
spare. 

“Of course we face many prob 
lems, obstacles and difficulties. We 
can and will solve them, if we face 
the job coolly and deliberately and 
with determination.” 
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“Production goals set by the 
President are high, but the stakes 
in this struggle—freedom and de- 
mocracy—are much higher. These 
goals must be attained. 
“Conversion must be the indus- 
trial evolution of 1942. 
“Hitler and his Axis 
converted years ago. We have only 
a fraction of the time they enjoyed. 
“The War Production Board has 
studied carefully the President's 
blueprint for victory which calls for 
the production of 60,000 airplanes, 
45,000 tanks, 20,000 anti-aircraft 


satellites 


OEM Photo by Gruber 
























































































































































guns and 8,000,000 tons of shipping 
during 1942. 

“The Board has been working 
intensively to translate these produc- 
tion goals into exact requirements 
in terms of materials, manpower and 
machines. 

“This work has progressed to the 
point where it is now clear that the 
two-year production schedule can be 
fulfilled only by sweeping action. 
The only course open to the War 
Production Board is to convert 
many plants now manufacturing 
peacetime goods to the production of 
munitions. There is no time to build 
new plants; there are not enough 
materials to go around; there is not 
enough man-power to duplicate our 
productive resources. Conversion is 
the only straight, fast road to vic- 
tory. 

“This will be our principal goal 
for the next six months. 

“Plants which have turned out 
civilian products can in many cases 
he adapted to war production, as 
England discovered after Dun- 
kerque. 

“The War Production Board has 
started with conversion programs, 
now under way in the automobile, 
refrigerator and typewriter indus- 
tries. Many other industries have 
converted part of their facilities due 
to previous curtailment orders and 
in such cases a far larger proportion 
of their facilities must be devoted to 
war work. Still other industries, 
which have not produced munitions 
at all in the past, will be called to 
Washington in the course of the 
next few weeks to take on their 
share of the war job. 

“Speed is essential, for any lag- 


From Frying Pans to Airplane Parts 


jf 


ade 


+ 
ph | 

7 4% i 

Bap aie’ 


- 
oneal ee7 


; 
- 
w ~- 


i = 
rer 
ad ee 
— 





shortly be in full oS 
Manufacturers s 


ALTANTA, GA. 

Suite 150, Burt Bldg. 
BOSTON, MASS. 

First Nat'l Bank, Court St. 
BUFFALO, N. Y. 

White Bldg. 
CHICAGO, ILL. 

Civic Opera Bldg. 
CINCINNATI, O. 

309 Vine St. 
CLEVELAND, O. 

Union Commerce Bldg. 
DETROIT, MICH. 

7310 Woodward 
HARRISBURG, PA. 

24 South 4th St. 
HELENA, MONT. 

222 Power Block 





SUB-CONTRACTING EXHIBITS 


The Contract Distribution Branch of the War Production Board 
reports that the following sub-contracting exhibits are now or will 


ould be urged to visit these exhibits frequently 
until they have obtained contracts that will enable them to have 
every machine running full time. 

These exhibits pasate tear the activities of the field offices of the 
Contract Distribution Branch of which a directory was published in 
the February issue of WHOLESALER'S SALESMAN. 

Reports of additions to the list of field offices will be published 
in our regular News Section as they are released by WPB. 


KANSAS CITY, MO. 
Mutual State Bldg. 
LOS ANGELES, CALIF. 
1031 S. Broadway 
MEMPHIS, TENN. 
18th Floor, Sterick Bldg. 
NEWARK, N. J. 
20 Washington Place 
NEW ORLEANS, LA. 
Canal Bldg. 
NEW YORK, N. Y. 
122 E. 42nd St. 
PHILADELPHIA, PA. 
1617 Pennsylvania Blvd. 
SAN FRANCISCO, CALIF. 
Whitcomb Hotel 
ST. LOUIS, MO. 
Boatmen's Bank Bldg. 








ging in the conversion effort may 
lead directly to the death of Ameri- 
can fighting men. 

“The government will help. 

“Field offices will give advice 
and assistance on subcontract- 
ing; the War Production Board’s 
new Division of Industry Op- 
erations, with branch chiefs for 
all industries, will speed con- 
version of industries and plants. 
“But industry has a major job to 







From Drink Dispensers to Munition Parts 


do on its own, American business- 
men built the nation by ingenuity in 
meeting new problems. Conversion 
is the biggest problem they have ever 
confronted. 

“We must have all-out conver- 
sion, for all-out conversion will 
mean victory. 


“Conversion is our Number One 


problem, 


“It is America’s job.” 












By James S. Knowlson 


Chief, Division of Industry Operations 
War Production Board 


[ndustry Itself Must Convert 
Or Seek Sub-Contracts 


This urgent message was prepared expressly for publication in 


WHOLESALER’S SALESMAN, and vividly points the way in which 


salesmen can help to speed up the War Production Drive 





MERICAN industry has been 
given a challenge, and the man- 
ner in which it responds to that 

challenge may well determine 
whether this Nation, in this, its 
critical year, will be able to put into 
the hands of its men in the Army, 
Navy, and Air Force the equipment 
they need to win. 

American industry has been told 
that it must convert to war produc- 
tion, and at the same time, produce 
the essentials for the civilian econ- 
omy. It has been told that “time 
is short”, that today, not tomorrow 
is what counts. It has been assigned 
a task of monumental importance, 
a job which requires the devotion of 
every ounce of effort to one sole 
objective—that of licking Hitler and 
his partners in the shortest time. 

I like to view the conversion prob- 
lem this way: What are you going 
to do when you can’t do what you 
are doing now? That “now’’ is here 
upon us. It is “now” that America 
and her Allies are facing their great- 
est threat, and it is “now” that 
industry is not going to be able to 
produce the autos, the washing ma- 
chines, and other durables of peace 
times. 

This is the challenge to industry, 
but in one respect at least, the prob- 
lem is simplified. You know that 
you can’t produce what you have 


40 


been producing, but you know, too, 
what you are going to do now. Most 
of us, in normal times, do not know 
where to turn when we lose a mar- 
ket. 

Sut today we have the United 
States Government—the Services— 
ready as a willing customer—and I 
might say, as a customer greatly in 
need—ready to give business to any- 
one who will study his machinery, 
and put that machinery to work 
making the guns, and planes, and 
tanks, and the parts of all of these 
necessary to whip the Axis. 

Every industry in the United 
States which has the engineering 
ability, the managerial ability, and 
the men, must put them and itself 
to work making the things we need 
during the next ten months—the 
months which Donald Nelson has 
called our silver months of oppor- 
tunity. 

Industry itself must help us; 
and if it doesn’t, the chances are 
that we will fail. 

We in the War Production Board 
cannot do the whole job. 

I have little patience with the man 
who expects the business to come to 
him. In normal times, we all know 
we never got orders by sitting in 
our offices and waiting for customers 
to come to us. The American busi- 
nessman in the past has shown initi- 


ative, has gone out and gotten his 
orders—and today, when most of 
you will have but one customer— 
Uncle Sam—you will have to show 
that same initiative, that same in- 
genuity, and those same skills you 
used in making your articles for 
civilian consumption. 

It is a big job we have to do. In 
the next year or two we have to 
make up and surpass everything the 
Aggressor Nations have done in the 
last eight years. I do not like the 
thought of conversion any more than 
you do, but conversion is the child 
of necessity, just as necessity is the 
mother of invention. 

Those munitions you can make; 
those tank parts you can fabricate; 
those airplane assemblies you can 
produce on a_ subcontract—all of 
them are for one purpose, and one 
purpose alone: to safeguard our way 
of thinking and living. 

This job has got to be done. In- 
dustry must now convert so that 
another day it may again produce 
automobiles and refrigerators, and 
all of the things the American peo- 
ple want to buy. But it can’t be 
done entirely by prime contracts. 

Every large producer could stey 
up his production by hunting out the 
little fellow and subcontracting more 
of his work. It isn’t as smooth o1 
convenient as doing everything ir 
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James S. Knowlson 
took “leave” from his 
job, and from his pay 
check, as Chairman of 
the Board of Stewart 
Warner Corporation 
to serve his country 
on the production 
front. Two Cornell 
engineering degrees 
and 35 years of prac- 
tical experience in 
production back up 
his judgment. 
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your own plant, but it will produce 
more material, and today, that is the 
only thing that counts. 

The Government cannot account 
for the subcontracting of more than 
a part of the job. It can do some, is 
doing some, and will do more. But 
industry itself must also go and look 
for one more firm which can make 
one more part. If industry can’t 
find a small firm that knows how, it 
must find one with the facilities, and 
teach it how. 

This too, is part of the challenge 
to American industry. Up to now— 
and we must face it,—industry has 
been “soft” on this job. True, it 
was difficult and America was not 
at war. But that is all changed to- 
day. Today—now—at this minute, 
\merica is fighting for her life, and 
one of the big contributions industry 
can make is to go out, get that ma- 
chinery in the field, and put it to 
work, 

Your Government, through the 
War Production Board, is also at- 
tempting to accomplish this urgent 
iob of conversion by giving prime 
contracts to pools of operators who 
together can do a job that one or two 

f them separately could not hope 





to accomplish. But this, too, cannot 
be done entirely by the Government. 
It takes management, and manage- 
ment’s brains and ingenuity. 

There are going to be lots of prob- 
lems, and lots of heartaches, and lots 
of unforeseen things. We have small 
business problems, we have labor 
problems. We have the last little 
remnants of worry about post-war 
problems to contend with. 

Sut we can solve all of these prob- 
lems if we remain cool, and cling to 
a determination to produce, convert, 
and produce some more. 

In the Division of Industry Oper- 
ations which Mr. Nelson set up in 
the War Production Board, we have 
been organizing branches, headed by 
men who understand the problems 
of industry—large and small. An 
important adjunct of these branches 
are representatives of industry, who 
advise the branch on all the prob- 
lems of industry, whether it be con- 
servation, labor, supply, conversion, 
or anything else. 

Our job, in these branches, is to 
bring producers together with the 
procurement officials, to get those 
producers who have contracts doing 
more, and to get the huge amount 
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of production machinery currently 
being utilized for other than war 
purposes converted over from peace- 
time jobs. 

In a word, then, the job confront- 
ing you as industry and us as Gov- 
ernment has three aspects : 

First, we must get those com- 
panies producing war 
accelerate their production schedules 
to the limit of their ability. 

Second, we must redistribute or 
sub-contract that part of the pro- 
duction schedules which cannot be 
accelerated, and 

Third, we must bring into the war 
picture those tools and _ facilities, 
alone or in combination with others, 
which are now still making the im- 
plements of peace. 

This is the job we are up against 
today. The enemy is at our gates, 
and we must lay down the things 
we have worked for—the pursuits 


of peace—and do it willingly. We 


y 
goods to 





must turn our hands from plow- 
shares to tanks and guns, do it well, 
and do it quickly. The quicker we 
do a good job of conversion, the 
quicker we will be right back to the 
jobs we knew and the work we were 
doing for our country and people. 
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Shipyards— 


By Henry W. Young 


ive 'm Service or—You're Sunk 


Success in selling today is not measured merely in terms of dollars 


and cents, but in the ability to render service under adverse conditions 





ODAY the electrical wholesal- 

er’s salesman has to act in the 

capacity of liaison officer between 
the resources and service facilities of 
his company on the one hand and 
the increasingly complex demands 
of the defense industries on the 
other. So rapidly has the picture of 
the salesman as he “used to be” 
changed in perspective that he him- 
self hardly remembers back to the 
good old times when he was getting 
business for business’ sake. He al- 
most ceases to think of himself as 
ever having been anything but a 
much harassed individual, and his 
troubles vary with the type of busi- 
ness or industry that predominates 
in his territory. 

For example, how 
wholesaler’s 


does a 
manage to 
satisfy his customers in a locality 
where shipbuilding is the chief de- 
industry? Take a Pacific 
coast port for the locale and take 
D. H. Warde, salesman for the 

Electric Supply Co. as 
the victim of the “investigation.” 

The area in question has a number 


salesman 


fense 


of shipyards and serving just three 
of them constitutes Warde’s special 
job, for he divides his time among 
them. These are the Ship- 
building Corp., with eleven ways, 
ground for which was broken last 
February and which has_ been 
launching big-tonnage steel Liberty 
ships at the rate of one a week since 
last October. The Iron 
Works is another, which builds mine 
sweepers, fleet tugs and other small 
vessels. The third yard which he 
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contacts is now being built at another 
point along the coast. It will have 
eight ways at first and will also build 
large vessels of the Liberty type. 

“From the salesman’s standpoint,” 
said Warde, “shipyard work is di- 
vided into three phases,—construc- 
tion of the ways and buildings and 
installation of the equipment of the 
yard; after this, comes a constant 
flow of supplies for extensions and 
maintenance, mostly pick-ups; fin- 
ally, after the hulls are completed 
comes the electrical installation for 
the ship. 

“In connection with one of the 
shipyards I had the advantage of 
starting with the extension of yard 
facilities under the present program, 
and had sold them previously when 
some boats were launched from the 
old yard. I am now also starting 
from the ground up at the newest 


yard and will use the same technique. 


At the Shipbuilding Corpor- 
ation I was not put on the job 
until recently and so have to make 
many new contacts and get onto the 
system there. 

“With two or more plants to deal 
with, the salesman must have ar- 
rangements made in the office so that 
a single city desk man or someone 
else is duly appointed to handle tele- 
phone calls from a particular plant. 
There is nothing more annoying to a 
busy plant purchasing agent or exec- 
utive than to call up for information 
concerning an order, delivery or quo- 
tation and be transferred around 
from one to another, or worse still 
to be told that he will have to wait 


until I come in or they can contact 
me. 

So we have three men here at our 
wholesale house, one for each plant, 
so assigned. I work in cooperation 
with these inside men, keeping them 
informed as to the general situation 
at each plant, the status of orders 
and deliveries, what questions are 
Therefore, 
they are able to give quick answers 
and the various purchasing agents 
know who to ask for. In effect, there 
is a small field and office organiza- 
tion set up to handle each plant. 

“In our operations, the salesman 
handling a plant must look after the 
procurement of the materials and 
follow the purchase orders through 
to delivery. In the case of a new 
plant being built or extended, the 
first cross he has to bear is waiting 
for action and the word go. 

“In the case of one of these plants, 
war was declared in the interim. 
Much of the material that would be 
needed was coming to our stock by 
boat. To have this transferred to 
rail, involving conferences to get the 
differential between water and rail 
adjusted, was just another added 
headache. Every supplier had to be 


liable to come up, ete. 


contacted and adjustment made on 
the original order. This applied 
mostly to large panel boards, con 
duit, wire and lighting equipment. 
“The waiting period was als 
lengthened because jobs were not 
awarded for 30 to 60 days after bid 
were in. In the meantime, cam 
freezing orders. As a consequence 
on some materials where bids wer 
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A met tender (above) launched from one of the yards Warde serviced. 
another net tender goes down the ways. 
under cover. 


(Right) 


These and other small vessels are built 








placed November Ist, the contracts 
were not awarded until December 
Ist. At least some of the material 
was not through by February. If the 
contact salesman does not keep 
abreast of all these things as they 
come along he will be sunk. 

“Starting with the order itself, 
the salesman must first straighten 
out the matter of priorities, then be 
in touch with the supplier at all 
times. 

“In our organization, it is up to 
the salesman to do this personally. 
I find, like everyone else, that the 
original delivery promises by the 
supplier do not mean much. When I 
put through an order, if it is an order 
accepted on 30 days’ delivery, in one 
third that time or 10 days later, 
[ make my first checks. In two- 
thirds of the time, a second check is 
made by letter. 

“Finally, if notice of shipment is 
not through in the allotted time, the 
next thing is to contact the supplier 
by wire or long distance and keep 
contacting until the material is on 
the way, or if there is some unsur- 
mountable obstacle get a new prom- 
ise of shipment date and keep plug- 
ging away. 


“If certain items are held up that 
causing a bottleneck of serious 
proportions, it is then necessary for 
the contact salesman to get in touch 
with manufacturers’ agents and sup- 
plers of the locality, which here 
means all up and down the Pacific 
Coast, and try to get the required 
iten. In this, the salesman must 
know the requirements of the job 
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thoroughly and know what substi- 
tutions can be made to help keep 
things moving. Thus far, conduit 
is about the only thing with which 
we have not had much trouble. 

“When the yard has been built, 
and after the electrical installation 
is in and operating, the main thing 
is to keep the materials necessary 
for maintenance coming in, But soon 
another problem enters the picture. 
After the first hull is completed and 
launched, comes the wiring and in- 
stalling of equipment on board to 
get it ready for service. This entails 
dealing with a different set of sup- 
pliers on much of the material, and 
well in advance. 

“Wiring devices and the like on 
shipboard are entirely different 
from those used in land work, for 
they must resist the effects of the 
ever present salt in the air. A little 
switch that for ordinary work might 
be worth only seventy-five cents 
must be supplanted by one costing 
maybe seven dollars, and so on. 
There are some manufacturers of 
marine supplies here on the Pacific 
Coast. Others are on the Atlantic 
Coast, with not many between. So 
the procedure of order, check and 
double check, and shopping up and 
down the local territory must be 
gone through with. 

“At the yards, I deal mostly with 
the chief of electrical engineers and 
with the various purchasing agents 
of which there may be a dozen or 
more in each plant. To these are 
added the marine architects, and the 
contacts made in the warehouse to 












see that the receivings are satisfac- 
tory, waybills correct, etc. I call 
at each plant daily and contact each 
one several more times daily by tele- 
phone in an effort to keep all these 
details under supervision. 


“Inside one of these plants, by the 
mysterious ways known to a sales- 
man, one of our coffee percolators 
was set up, with the ‘makings.’ The 
news got around like wildfire and the 
place became very popular. Now | 
can do any amount of checking and 
follow up by dropping in there for 
a spot of coffee, for | am always 
meeting someone there who has a 
question to ask or information to 
give, that saves considerable hoof- 
ing around the plant. To know most 
of the electrical crew as well as the 
chief electrical engineer helps out in 
many cases. 

“Anyone who thinks that competi- 
tion does not exist under present 
conditions is mistaken. Competition 
is keen as ever, but I think it is of 
a different character. It is not so 
much dollars and cents competition 
among the salesmen of different 
houses as it is competition to pull 
in some new triumps in service un- 
der adverse 
wholesaler’s salesman is now keyed 


conditions. Every 
up to a pitch in rendering service 
that he never attained before, and 
some of the effect is bound to hold 
over after the 
passed.” 


emergency has 














By R. E. Appel* 





Sell Photo-electric Protection 


—Help 


Foil the Saboteur 


There’s a wide-open market for photo-electric anti-sabotage equipment. 


The electrical wholesaler should prepare at once to grasp this new 


opportunity for corralling additional patriotic and profitable business 








HOTO-ELECTRIC equipment 

is a versatile anti-sabotage and 

anti-espionage method that elec 
trical wholesalers can promote now 
to old and new customers who are 
engaged in war production or whose 
facilities are vital to our war effort. 
The need for such equipment to pre 
vent costly production stoppages in 
our all-out war effort should spur all 
wholesalers toward the study and 
sale of photo-electric detection de- 
vices. Every sale means that another 


vital area is now well protected from. 


saboteurs and spies, and the whole 
saler at the same time is keeping his 
own business operating by handling 
equipment that is readily available 
today. 

Sefore entering this field the 
wholesaler and his salesmen will 
realize better the large market ahead 
of them if they understand the oper- 
ation and application of this photo- 
electric equipment. 

Briefly, a photo-electric installa 
tion consists of a light source unit 
which directs a beam of either visible 
or invisible light at another unit 
containing a photo-electric cell. This 
light, in striking the photocell, causes 
a current to flow in the circuit of 
which the cell is a part. Variation 
in the amount of light striking the 
cell varies the current flowing 
through it. Total interruption of 
the lightbeam causes the photocell to 
cease flowing. Through a system of 
amplifiers and relays, the photocell 
can be built up into currents that 
*Publicity Department, 

Worner Products Corp 





control operating circuits of any de- 
sired electrical equipment. 

When used as a defensive weapon 
in the continuous war against sabo- 
tage and espionage, the application 
of photo-electric equipment is sim- 
ply the placing of that beam of light 
(covered with a nearly-black in- 
frared filter that makes it invisible to 
the human eye) so that it forms a 
fence around the property to be 
guarded. Attempted entry by a 
trespasser breaks the light beam and 
operates one or more electrical cir- 
cults—floodlighting 
ringing alarms, annunciator panels, 


systems, _ bell- 


ec. 
The market for 
equipment 


photo-electric 
anti-sabotage encom- 
passes practically the whole indus- 
trial and utility field now served by 
the electrical 
all manufacturing plants, large or 
small 
ties, railroads, docks, shipyards, oil 


wholesaler. Because 


water, electric and gas utili- 


and gasoline refineries, coal mines 
and coal yards, warehouses, airports 

are targets for the saboteur, they 
are logical prospects for the whole- 
saler handling photo-electric equip- 
ment. With the spread of sub-con- 
tracting, even the smallest factory 
hecomes a vital unit in our war 
production. The importance of our 
National War Effort warrants that 
this “second line of defense” be 
guarded by effective anti-sabotage 
and anti-espionage equipment. Pho- 
to-electric detection devices are an 
accepted and _ long-tested 
that electrical wholesalers can sell 


method 


to provide this industry-wide pro- 
tection. 








installation 
of photoelectric equipment guarding 
the property of a gas utility. (Worner 
Corp. Photo.) 


TYPICAL OUTDOOR 


Floodlighting as a method of plant 


protection has been widely pro- 
Usually this means “con- 
There are 


circumstances, however, when for at 


moted. 
tinuous floodlighting”’. 


least two reasons it may be unwise 
to use.a continuous lighting of the 
approaches to a defense plant or 
other vital area. For instance, when 
the location is within the reach of 
enemy bombers or reconnaisance 
planes, such lighting points out the 
strategic area to the enemy. In an- 
other case it may be desirable to put 
the trespasser “on the spot’. When 
he interrupts the lightbeam on an 
invisible fence he is illuminated sud- 
denly by the floodlights, becoming 
a perfect target for armed guards. 
This type of floodlighting is called 
“surprise floodlighting”, and is an 
outgrowth of modern warfare. One 
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ANTI-SABOTAGE PROTECTION 





by photo-electric detection system 


is shown in this drawing of mythical plant with a typical installation 





INFRARED RAY PROJECTOR 
system used to obtain closeness to the wall in an indoor installation. Same 
optical arrangement is used in receiver. A concave mirror at the bottom 
picks up the light and transmits it to an aluminized mirror at the top. 


of the fortunate points about this 
new “surprise floodlighting” is that 
regular continuous lighting systems 
may be converted to the new type 
by merely connecting the lighting 
circuit with a photo-electric fence. 

It is natural that the reader should 
ask “What are the details of laying 
out a photo-electric anti-sabotage in- 
stallation 7” Complete details cannot 
be given for two reasons. First, 
such detail would be of assistance 
to the enemy. Second, each installa- 
lon is made to suit the location and 
ircumstances of the individual area 
to be protected. But, variations in 
the layout of the system do not in- 
roduce any difficulties in making 
sales or installations. Given the 
sketch of the area to be protected, 
th dimensions, description of ter- 

n, and direction of sunlight or 


with cover removed showing optical 


strong artificial light, the engineer- 
ing department of a manufacturer 
will plan a layout and recommend the 
proper equipment. Actual installa- 
tion can be made by any contractor. 

A few general directions about 
installations may be made without 
aiding the enemy. 

Outdoor installations have units 
mounted on stancheons made of 14 
in. pipe. One end of each pipe is 
threaded to fit a flange in the bottom 
of the unit housing. The other end 
is embedded in a block of cement. 
This firm support prevents false 
alarms that might be caused if the 
vibration of nearby traffiz shook the 
beam of the photocell for a moment. 
Another general principle is that the 
corner of the invisible fence is not 
where a unit is located but at a 
point where two beams intersect to 
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form an invisible fence corner. The 
units are small and easily camou- 
flaged so that the trespasser will 
not be aware that the “‘fence”’ exists. 

It is possible also to give some 
information concerning indoor in- 
stallations. It is not necessary to 
have a separate set of units for each 
beam which crosses the room to be 
protected. The beam from a single 
light source unit is cast upon a 
mirror or set of mirrors which ends 
by reflecting the beam to the photo 
cell unit. By this means the whole 
room is criss-crossed with invisible 
light beams. 

Many indoor areas are protected 
by what is known as a “closed cir- 


cult burglar alarm svstem’’ 


This is 





OUTDOOR SET-UP of receiver and 
projector forming criss-cross of light- 
beams at corner. (Electronic Control 


Corp. Photographs) 


a circuit of fragile foil tape pasted 
across all windows and connecting 
into the circuit by means of con 
tacts when the windows are closed. 
Any forced entry will break the con- 
tact and sound the alarm. This ts a 
good method of protection but it 
may be circumvented in two ways. 
3y breaking through a floor, ceiling 
or wall an intruder does not open 
the alarm circuit. Or, should he 
conceal himself within the area be- 
fore the windows and doors are 
closed, he may carry on sabotage or 
espionage undetected and then leave 
by putting a shunt across the door 
or window contacts before opening 
them. 

Consequently, this popular alarm 
system can be supplemented with 
great effectiveness by an _ indoor 
photo-electric detection installation. 
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Two Important Previews 
The Wholesalers New Marching Order 








Washington, D. C. March 19 


RIORITY problems of distrib- 

utors, wholesalers and jobbers 

will be simplified by the use of a 
new application form which has been 
designed for their special use. The 
new form, to be known as PD-1X, 
will be available soon after the first 
of April. 

Insofar as materials and supplies 
can be made available without inter- 
fering with the war effort, priority 
assistance will be given to distribu- 
tors, wholesalers, etc., who apply on 
the new form so that they can keep 
sufficient stocks on hand to maintain 
essential productive and service in- 
dustries in operation. 

In recent months, distributors 
have been hesitant to make deliveries 
to retailers, restaurants, and other 
important users who cannot furnish 
priority rating certificates because 
the distributors were afraid that they 
would not be able to replace the ma- 
terial in their own inventories. Use 
of the new form will enable distribu- 
tors to request preference ratings for 
essential supplies without receiving 
or extending a rating on every indi- 
vidual order which they fill. 

Distributors, wholesalers, and job- 
bers who purchase the following 
supplies from producers will be en- 
titled to apply for preference ratings 
on Form PD-1X: 

Automotive Supplies 
Aviation Supplies 
Builders Supplies 
Construction Supplies 
Electrical Supplies 
Foundry Supplies 
Hardware Supplies 
Health Supplies 
Industrial Supplies 
Plumbing and Heating 

Supplies 
Railroad Supplies 
Refrigeration Supplies 
Restaurant Supplies 
Textile Mill Supplies 
Transmission Supplies 
Welding and Cutting 
Supplies 


46 









Distributors who use’ Form 
PD-1X will be required to furnish 
information on their sales and in- 
ventory of the types of material for 
which priority assistance is re- 
quested. Ratings will be assigned on 
the basis of the importance of the 
product, the use to be made of it by 
the distributors’ customers, and the 
availability of the materials required. 

Distributors should also furnish 
information showing the percentage 
of material shipped out of stock on 
rated orders during the preceding 
month or second preceding month, 
as compared with total sales, if such 
information is available. The distrib- 
utor should also give any pertinent 
information as to where he sells the 
products he distributes, such as: to 
retail stores serving farms, to work- 
ers using tools in defense plants, 
etc. Where need is based on sea- 
demands, the distributor 
should show his seasonal purchases 
in 1941 as a basis for his application. 

A uniform system for assignment 
of ratings will be developed in co- 
operation with the various industry 
and materials branches concerned so 
that all distributors handling the 
same types of products for the same 
customers will receive 


sonal 


classes of 
similar ratings. 

Use of the new form is not ex- 
pected to cover all of distributors’ 
requirements for priority assistance. 
When a distributor fills an order 
bearing a priority rating for a sub- 
stantial quantity of material, he 
should extend the rating to his pro- 
ducer instead of applying for a new 
rating on Form PD-1X. The new 
form is intended rather to enable 
distributors to keep their inventories 
of parts and products sold in small 
quantities up to a practicable work- 
ing minimum. 

For example, a distributor of 
hardware supplies to retailers in a 
Defense Housing critical area may 
receive a large number of small 
orders for hammers and other hand 








tools which will be used by workmen 
engaged in defense housing con- 
struction, but it would be difficult 
or impossible for the retailer to fur- 
nish him with a priority rating on 
“ach order. In such a case, the 
distributor could apply for priority 
assistance to replenish his inventory 
by using PD-1X, and the required 
priority assistance would probably 
be granted. Use of Form PD-1X 
will also help the War Production 
Board to obtain detailed information 
about distributors’ inventories and 
to control the flow of essential mate 
rials through them. 

A new order, to be 
L-63, limiting the size of inventories 
which may be maintained by dis- 
tributors, will be issued and pub- 
lished before the new PD-1X forms 
are made available for use, and the 
quantities of items for which priority 
assistance will be granted on the 
basis of PD-1X applications will be 
subject to the terms of this order. 

After the new forms become avail- 
able, distributors, wholesalers, and 
jobbers will be required to use them 


known as 


exclusively in applying for priority 
assistance. When a rating, or rat- 
ings, are authorized in connection 
with a PD-1X application, they may 
be applied on distributors’ orders to 
producers by a simple form of en- 
dorsement on the purchase order 
containing the serial number of th 
approved application. 
thorized for specified quantities of 
materials may be applied to more 
than one purchase order, placed wit! 
different suppliers, provided that 
the total quantity to which the rating 
is-assigned is not greater than the 


Ratings au- 


total amount authorized. Supplier 
and producers to whom the rating 
is extended in this way may re-ex 
tend the rating to obtain materials 
which will be physically incorporated 
into materials or products to be ulti 
mately delivered to the distributor 
in accordance with the terms of th 
certificate. 
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s}From Washington 





The New Priorities Program 





Washington, D. C. March 22 


FUNDAMENTAL change in 

the priorities system was an- 

nounced yesterday by J. S. 
Knowlson, Director of Industry Op- 
erations. 

A specific requirements approach 
to the control and distribution of 
scarce materials will replace the use 
of general or blanket priority rating 
orders as rapidly as the necessary 
new orders and procedures can be 
put into effect. Between April 1 and 
June 30, most of the blanket rating 
orders will be revoked or allowed 
to expire, and companies which have 
heen operating under blanket rat- 
ings will be required to apply for 
priority assistance under the Pro- 
duction Requirements Plan. 

The rapidly increasing materials 
requirements of the war program 
make it impractical to continue the 
use of preference ratings which have 
been assigned under existing “P” 
orders to whole industries, without 
any exact check of the amount of 
material which such ratings may be 
used to obtain. Through the Pro- 
duction Requirements Plan, the Di- 
rector of Industry Operations will 
continue to assign ratings to deliv- 
eries of materials for essential uses, 
hut the rating assigned in each case 
may be used to obtain only a speci- 
hed quantity of materials or prod- 
ucts. 

Under the Production Require- 
ments Plan, a company makes a 
single application for priority assist- 
ince covering all of its estimated 
naterials needs over a three-month 
period. The applicant must submit 
ull information as to his inventories, 
he end use of his products, etc. 
Priority ratings are assigned on the 
asis of such applications to permit 
producers of products essential to 
he war effort or minimum civilian 
eeds to obtain specified quantities 
ii materials during a quarter. In- 
erim applications may be filed when 
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a company needs additional quanti- 
ties of material during the quarter 
because of increased war or other 
essential business. 

A Modified Production Require- 
ments Plan has been developed to 
meet the needs of small firms whose 
business is less than $100,000 a year. 
Such companies may use a simplified 
application form, PD-25X. 

The effect of placing virtually all 
of American industry, including pro- 
ducers who supply the Army and 
Navy, under the Production Re- 
quirements Plan will be to give the 
War Production Board closer con- 
trol of the distribution and use of 
all scarce materials. The most im- 
portant raw materials, such as 
aluminum, copper, steel plates, etc., 
are already allocated at the pro- 
ducer’s level. General use of the 
Production Requirements Plan will 
provide control of the flow of these 
materials down to the level of end 
products. 

Because it would be physically 
impossible to handle the load of 
PRP applications if they were to be 
submitted immediately from all com- 
panies in all industries, the change- 
over from the use of blanket ratings 
will be continuous over a period of 
three months, and each industry will 
be notified as to the date by which 
the change must be completed. A 
considerable number of “P” orders 
have already been amended to pro- 
vide that after a specified date, the 
blanket ratings assigned by such 
orders will be revoked, and pro- 
ducers who have been using them 
will have to apply for priority assist- 
ance under PRP. 

Processing of PRP applications 
will be handled in cooperation with 
the appropriate industry and mate- 
rials branches of the War Produc- 
tion Board in such a wav that all 
companies producing similar prod- 
ucts for similar uses will receive 
uniform treatment. 

New limitation or conservation 


orders will continue to be issued to 


curtail production by non-essential 
and less essential industries which 
still use scarce materials, and to 
force substitutions for scarce mate- 
rials wherever possible in essential 
industries. All ratings assigned 
under PRP will be subject to such 
controls. 

Use of the new procedure, in 
combination with limitation orders 
and the materials orders already in 
effect, will permit administration of 
the Production Requirements Plan 
to expedite direction of American 
resources into the most effective 
channels for promotion of the war 
effort. 

PRP is not a new and untried 
program. The plan was announced 
early in December, and a consider- 
able number of companies have been 
operating under it since January 1. 
PRP itself grew out of the old De- 
fense Supplies Rating Plan, which 
was first announced nearly a year 
ago. 

The extension of PRP to cover a 
much broader field, and its substitu- 
tion for “P” orders, will constitute 
another long step toward gearing 
the whole American economy into 
the war program. When the change- 
over is completed, priority assistance 
will be granted only for specified 
quantities of materials or products, 
and the War Production Board will 
then be in a position to go as far 
toward complete allocation as war 
needs may require. 

The statistical information ob- 
tained as more and more companies 
operate under PRP will enable the 
Division of Industry Operations, in 
cooperation with the WPB Require- 
ments Committee, to steadily im- 
prove the assignment of ratings and 
allocation of materials for various 
industries. In the meantime, a 
mechanism for controlling the dis- 
tribution and use of all scarce mate- 
rials will have been set up. 

The industry branches in the Bu- 
reau of Industry Branches and the 
priorities staff of the Bureau of Pri- 
orities have been ordered by the 
Director of Industry Operations to 
put the new policy into effect as 
rapidly as possible. Specific an- 
nouncements will be made in each 
case as additional industries are 
affected by the program. 





By Howard J. Emerson 


For More Lighting Sales— 
Know How To Plan Installations 


Taking a customer’s lighting problems off the blueprints with certainty 


that the required intensities will be met in the finished job is a service that 


built a reputation and brings repeat business to this wholesaler’s salesman 





HE ability to take a set of blue 
prints or a floorplan and specify 
the correct lighting installation 


makes business for the wholesaler’s 
salesman. A typical example is seen 
in an important job recently handled 
by Ed Koch, salesman and lighting 
specialist of the George W. Gates 
Co., Inc. The latter is a Long Is 
land, N. Y.., 


house that has put the emphasis on 


electrical wholesaling 


better lighting for more than 25 
vears. Koch has been with this firm 


for 14 of those years. His handling 


of this more or less routine job is a 
good example of an informed sales- 
man providing a service that will at- 
tract customers and build good-will. 

Because Koch had handled elec- 
trical work for him in the past, Mr. 
|. F. O’Brien, president of Pierce 
Laboratory, Inc., 


called on him to 
take over the lighting details of a 
new factory at Summit, N. J., so as 
to be relieved of all problems con 
nected with lighting the factory. 
Koch was requested to study the 
blueprints of the factory layout and 


design a lighting system that would 
provide adequate illumination for 
the office and factory workers, speci- 
fying the types of fixtures, number 
and wattage of lamps, and the spac- 
ing of luminaires and the mounting 
heights 

However, Mr. O’Brien stipulated 
that a high level of illumination was 
desired and that it should be obtained 
at a minimum of cost through effi- 
cient planning and installation. 

To meet those requirements Koch 
first studied the floor plans and made 


Fabricating (left) and assembly (below) of small pieces of dark-colored 
plastic in the factory of Pierce Laboratory, Inc., requires at least 45 foot- 
candles of illumination. Ed Koch obtained this with this installation of 
2-light, 40-watt fixtures on 7 foot square centers. At right is the well- 


lighted experimental lab. 

































) analysis of the type of work that 
vould be done in each of the seven 
separate factory units. 

The main unit of the Pierce fac- 
tory is a general workroom where 
» the small pieces of plastic and the 
» copper electrical components of the 
Pierce sectional wiring systems are 
§ assembled. While the operation 
» called for overall efficiency it in- 
= volved a type of work that is of a 
» monotonous but exacting nature. 
This would demand a relatively 
high level of light, Koch figured. 
Considering the size of the room and 
the ceiling height, he advised a light- 
ing equipment installation which 
would provide an average of 45 foot- 
candles on the workbench surfaces. 
To get this level he specified 45 
fixtures, each mounted 5 feet from 
the ceiling and spaced on 7-foot 
square centers. He found that the 
assembly of the dark-brown plastic 
pieces required a light of high con- 
trast which could best be obtained 
with bare-lamp fixtures. Each of the 
luminaires has two 40-watt 3500 
degree white fluorescent lamps in 
porcelain enamel on steel reflectors. 

His study of the three offices 
brought Koch to the functions as- 
signed to each. One office unit was 
to be used for drafting, another for 
accounting, and the third would be 
the reception room. Knowing that 
the work of drafting would require 
high level of illumination well dif- 
fused, Koch advised using five Cur- 
tis Skylux two-light 40-watt lumi- 


EXPERIMENTAL 






naires in a continuous row mounted 
flush to the 20 foot ceiling in the 
center of the small, narrow room. 
With this arrangement he obtained 
a level of 75 footcandles on the 
drafting tables. 

The accounting room needed a 
level of 50 footcandles, for which 
Koch specified two rows of the same 
Curtis Skylux fixtures, mounted 
flush. With this arrangement the 
Pierce accountants have sufficient 
soft light for their work with figures 
and machines. The same installation 
was recommended for the entrance 
and reception room where attractive- 
ness and cheerful lighting would 
have a pleasing effect on visitors. 

For the women’s lounge, Koch ad- 
vised simple lighting that would help 
the room serve its purpose as a place 
for rest and relaxation. A single 
fixture using two 40-watt lamps pro- 
vides the only illumination in the 
rather large room. For each of the 
two small lavatories a two-light 20- 
watt fixture was recommended ; for 
a larger one Koch advised a three- 
light 20-watt luminaire, and for the 
largest a two-light 40-watt fixture. 

These recommendations from Ed 
Koch, whom they knew to be a light- 
ing specialist were found quite satis- 


factory by the officials of Pierce 
Laboratory. They decided to make 


This letter from a satisfied customer 
is not unusual to Ed Koch (right) 
who has spent 14 years with the Geo. 
W. Gates Co. providing a wholesalers 
service that produces such results. 


George W. Gat 
franklin Squ 


our archi tect 


of our plant, 


JFO'B/F 


PIERCE LABORATORy, ! 


lr. y . 
E. Le Koch, 
es & Co., 
are, L.I., N.Y. 


Dear Mr. Koch:~ 


ir. Severinghaus 0 


This i 

point of view fm age dl 

at the thought 
& th 
cooperation ites 2 A an excellent demonstration of hi 
© problems of his ioh_ 
. of his job, and 
the requirements of the con” architect, result in havi 


out an order for the fixtures and 
turn the lighting plan over to a con- 
tractor. Naturally the order for the 
fixtures, lamps and materials went 
to the firm Koch represents. The 
installation business went to B. Van 
Doren, electrical contractor of Leb- 
anon, N. J. 

When the installation was com- 
pleted and checked they found that 
the intensities in each department 
were substantially as planned. This 
ended for Koch another routine job 
in which he had served not just as 
an order taker but as a consultant, 
engineer and advisor, building good 
will along with orders fer the whole 
saling house he represents. 
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...to the Man from Missouri 





®@ Teletalk is made to order for the 
“Man from Missouri’’—the man 
who needs to be shown. 


Eyes can see Teletalk’s excellent 
appearance and simplicity of oper- 
ation. And it has always been easy 
to demonstrate the walking and 
waiting that Teletalk saves . . . the 
speed and efficiency Teletalk brings 
to any organization. But now these 
practical, proved Teletalk advan- 
tages are vitally important. Every 
business engaged directly or in- 
directly in the production of arms 
for America needs them urgently. 


Today, more certainly than ever 


WEBSTER 


before, is the day to serve yourself 
and your dealers by demonstrating 
the Teletalk way to accomplish 
more, in less time, with less waste. 


dealers to 
demonstrate Teletalk. The profit 
possibilities for you in concerted 
dealer effort on Teletalk are greater 
than they are likely to be if you ‘‘go 
it alone.” Almost any dealer can 
find a number of his regular cus- 
tomers to whom Teletalk advan- 
tages are of very timely importance. 


Encourage your 


Remember, there’s a selection of 
Teletalk models to meet every inter- 
communicating requirement. If 


vi 


you are not already prepared to be 
headquarters for ‘‘saving time with 
Teletalk,’’ write for complete in- 
formation. 





Licensed under U.S. Patents of Western Electric Com 


pany, Incorporated, and American Telephone and Tele 
graph Company 


WEBSTER ELECTRIC COMPANY, Racine, 

Wisconsin, U.S.A.+Established 1909+ Export 

Department: 100 Varick St., N. ¥.C. + Cable 
Address: "ARLAB”’ New York City 


ELECTRIC 


“Where Quality is a Responsibility and Fair Dealing an Obligation’ 
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Wholesalers’ New Recognition, 





Own Section, Simplified Forms 


HE electrical wholesaler is due to 

have his priority problems simplified 
greatly by at last getting an application 
designed particularly for the use of 
wholesalers, distributors and jobbers. 
rhis new form, called PD-1X, was to 
go into effect soon after April Ist, 
according to information from the Di- 
vision of Industry Operations, WPB. 

Use of the new form will enable 
wholesalers to request preference rat- 
ings for essential supplies without 
receiving or extending a rating on 
every individual order which they fill. 
The WPB says that priority assistance 
will be given to wholesalers who apply 
on the new form so that they can keep 


sufficient stocks on hand to maintain 
essential productive and service indus- 
tries in operation. This will enable 
them to keep their inventories of parts 
and products sold in small quantities 
up to a practicable working minimum. 

Those who use Form PD-1X will 
have to supply information on their 
sales and inventory of the types of 
material for which priority assistance 
is requested, also the percentage of 
material shipped out of stock on rated 
orders during the preceding month or 
the second preceding month, as com- 
pared with total sales, if such informa- 
tion is available. 

Those entitled to apply for prefer- 








WIRE CODE CHANGE would save a large amount of rubber, Fred H. 
Pinkerton, of the Wire Department of the United States Rubber Company, 
told a meeting of members of the Eastern New England section, Interna- 
tional Association of Electrical Inspectors at Boston. In conference with 
Mr. Pinkerton before his talk are, left to right, C. A. Stone, Editor of the 
New England Electrical News, R. L. Reid, president of the Eastern New 
England Chapter, Edward Rigby, chairman of the program committee, and 
Mr. Pinkerton. On the table, in Mr. Reid’s hand is a copy of WHOLESALER’S 
SALESMAN’S “Forum in Print” article on wiring code changes, an authorita- 
tive discussion that has received comment elsewhere and also was referred 


to at the meeting. 
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ence ratings on Form PD-1X are 
wholesalers, distributors and jobbers 
who purchase the following supplies 
from producers: automotive, aviation, 
building, construction, electrical, foun 
dry, hardware, health, industrial, 
plumbing and heating, railroad, refrig 
eration, restaurant, transmission, tex- 
tile mill, welding and cutting 

Prior to the issue of Form PD-1X, 
a new order will be issued to take the 
place of M-67. It will be known as 
_-63, and is intended to limit the size 
of inventories which may be main- 
tained by wholesalers. After these new 
orders have been issued officially. 
quantities of items for which priority 
assistance will be granted on PD-1X 
applications will be subject to the terms 
of the L-63 order. 


Change in Priorities System 


The use of general or blanket pri- 
ority rating orders will céase during 
the next few months as soon as the 
WPB can put into effect new orders 
and procedure which will require all 
manufacturers to apply for priority 
assistance under the Production Re- 
quirements Plan. 

The blanket ratings were considered 
impractical under the rapidly increas 
ing materials requirements of the wat 
program. Instead of permitting whole 
industries to purchase under the “P” 
ratings, without any check of th 
amount of material which such ratings 
may be used to obtain, manufacturers 
will make a single application for pri 
oritv assistance covering all its esti 
mated materials over a three month 
period. The applicant will have to 
submit full information regarding his 
inventories, the end use of his prod 
ucts, etc. 

A Modified Production 
ments Plan has been developed to meet 
the needs of small firms whose busi 
ness is less than $100,000 a year. Those 
companies will use a simplified appli 
cation form, PD-25X. 

The effect of placing virtually all oi 
\merican Industry, including pro- 
ducers who supply the Army and 
Navy, under PRP will be to give th 
War Production Board closer control 
of the distribution and use of all scarce 
materials. 


Require 








McGraw Medal Award Cites 
Achievements of Earl Whitehorne 


Award, presented to late editor’s wife, honors 
, 


lifetime of service to electrical industry. 


Stressed long career of industry cooperation. 


i James H. MeGraw Award 
Medal for Cooperation for 1940 has 
been awarded posthumously to Earl 
\Whitehorne, at one time editorial di- 
rector of WHOLESALER’S SALESMAN, 
ind at the time of his death last Octo 
ber, editor of Electrical Contracting. 
The judges for the annual award 
met and selected Mr. Whitehorne in 
January, 1941. Because at that time 
he was convalescing from a long ill 
ness it was decided that the formal pre 
sentation and should 
Plans were made fo: 
naking the personal award at a dinner 
in New York City when he recovered 
Untortanately, Mr. Whitehorne never 
egained his health. At a recent meet 
ing the judges re-affirmed their de 


announcement 


be postponed. 


cision and voted to give the medal to 
his widow posthumously. 
Che judges voted the Medal for Co 
operation to Mr. Whitehorne “in rec 
ognition of his constructive contri The 


EARL WHITEHORNE 


1881-1941 


* citation continues: “His period 
of service covered the expansion of the 
electrical industry to the giant it is 
today. 


bution to the advancement of coopera 
tion in the electrical industry, through 
thirty-four years as a leading journal 
ist, speaker, counselor and thinker. His 
practical idealism, wisdom and helpful 
ness was a vital influence and inspira 


Many of his contemporaries 
and close friends were pioneers in this 
vast development. He saw early the 
promise of electrical growth and was 
among those who first realized that 
the tremendous potential could only be 
ichieved by the harmonious working 
together of all the industry elements 
involved. The utilities, the manufac- 
turers, contractors, wholesalers, engi- 
neers, and retailers, all must play their 
part and be rewarded by a just return. 

“And so he became one of the major 
f cooperation. Unceas- 
ingly, year after vear, in print and in 
person, he represented the case for a 
united industry.” 


tion to a generation of men and women 
in the electrical industry.” 


advocates of 


Sub-Contracting Offices 


New Field Offices of the Contract 
Distribution Branch of the War Pro- 
duction Board have been opened in 


Arkansas, Michigan and Wisconsin. 
These supplement the other offices in 
those states as listed in WHOLESALER’S 
SALESMAN’S Directory of Field Offices 
as printed in the February issue. In 
\rkansas the new office is at 13 N. 7th 
St., Fort Smith, with Mr. Frank P. 
Mrs. Whitehorne accepts McGraw Delarzelere as manager. The new 
Medal from Chas. E. Schwarzbaugh, office in Michigan is at Iron Mountain 
himself a McGraw Medalist (1937). in the Commercial National Bank 


Building, with Mr. George A. Dimme 
as manager. Wisconsin has two new 
offices. One is at 341 W. College Ave 
\ppleton, and managed by Clifford F 
Ives. The other, also managed*by M1 
Ives. is in Wausau at 404 Third St 
Manufacturers in and about thes 
cities are invited by the Government 
to take or send to the nearest offic 
information as to the equipment < 
their plants and the types of product 
they now make or have made in the 
past. Owners of factories qualified to 
do work will be given engineering 
assistance and directed to the Govern 
ment procurement offices or present 
contractors who have war work. 


NEWA Convention to 
Stress War Problems 


This year, more than ever before, 
wholesalers should plan to attend the 
convention of the National Electrica 
Wholesaler’s Association which will 
be held at The Homestead Hotel, Hot 
Springs, Virginia, May 17 to 20 in 
clusive. 

The programs for the various ses 
sions have been built strictly around 
war-time conditions with major empha 
sis on problems arising out of the 
priorities situation and in connection 
with the various rulings bv the War 
Production Board, having direct effect 
on wholesaler’s operations. 

Speakers scheduled to appear will be 
men who are qualified to answer 
pertinent questions in connection with 
new problems that war-time restric 
tions have created. Efforts are to be 
made to streamline the various sessions 
and make each discussion of utmost 
usefulness to members. 





FLUORESCENT SALES _ CON- 
TEST winner, Ben A. Cotharin, 
receives a $250 defense bond award 
from Hygrade Sylvania’s General 
Sales Manager Charles G. Pyle as 
first prize in recent Lamp Sales 
Contest. Cotharin, right, is Hygrade’s 
Middle Atlantic States Sales Mer. 
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RECOMMEND HRY SILVER MIRROR 
REFLECTORS FOR ACCURATE LIGHT 


CONTROL IN WAR INDUSTRIES 








Ln 


LOW MAINTENANCE COST 
CAT. NO. 1588—‘’ATLAS’ 


for 300 or 500 WATT LAMPS 
ALSO 400 WATT MERCURY VAPOR LAMP 


The “X-Ray” reflector incorporated in this unit is 


one of the finest ever designed for general light- 


; ing. It will enable you to do a first-class lighting 


job. (See distribution curve.) Also available less 
steel housing: Cat. No. 588. 


er ae 


ALWAYS A LEADER 
If THE GLASS 
REFLECTOR FIELD 


Glass is a non-scarce material readily available in a period 
when other materials are necessarily restricted. X-Ray” 
Silver Mirror Reflectors are the finest glass reflectors made 
They are backed with pure silver for high efficiency an 


protected with the famous Golden Armor backing. 





CAT. nO. 590—’’BIG BOY’’ 


for 750—1000—1500 WATT LAMPS 


No. 590 is giant size (20’’) reflector for use in 


a 
y J 


trated above: Cat. No. 1590. 
CURTIS ENGINEERING SERVICE 


Our factory engineers and our field 
representatives are ready to help 
you with your industrial lighting 
problems. Write today for informa- 
tion on X-Ray industrial lighting. 


Yj4Y I) 
TL 


—— high bays. This reflector is also available with 
Y | N a metal housing similar to Cat. No. 1588 illus- 
mmm 
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|A/W in Defense Housing 
FOR EVERY INDUSTRIAL, COMMERCIAL A sticker affixed after final inspec- 
OR — pababetie: se tion of a job in a St. Louis housing 


program would indicate that the St. 
Louis Adequate Wiring Bureau is a 
jump ahead of the field. The sticker 
advises that the number of outlets is 
up to the WPB limit, that wiring has 


been soundly engineered, and_ that 

more outlets may be added at minimun 
| cost when the necessary materials ars 

available. The program has been en 


dorsed by the local FHA, and place 


FLOOR BOXES ment of the sticker follows final FHA 
No. 330 LATROBE TOM THUMB UTILITY inspection. 


OUTLET and 


te be wed , weed ne WI RI N G New Fan Motor Line 
cations fee trom moi | QPEGLALTIES | | Announced by GE 


ture or mechanical in- 





jury. A new line of unit-bearing, shaded- 
pole fan motors, designed particularly 
To meet the expanding require- for use in commercial refrigeration, 
ments of your buyers, sell the | air conditioning and ventilating sys- 
LATROBE LINE... it's complete in | tems, has been announced by the Gen- 
ae : Te ‘lectric C yvany, Schenectady 
Ne. 251-R ADJUST. every detail, including floor ~ i ecsace ompany, Schenectady, 
boxes and wirin ialti sage Pe ; , ; . 
ABLE @ eecennne This new line of motors, available in 
GANG FLOOR BOX adapted to commercial, industrial three models for 115-volt, 60-cycle op- 
Similar to No. 130 round and residential jobs. eration, are recommended by GE for 
cover box, except sides C applications requiring a short, quiet, 
net ak Cre eben, one, Aside from the fact that the compact motor. 
duit holes. Furnished with LATROBE LINE is complete as to The three models are: Frame 51AL, 
No. 208 receptacle and 2'' 
flush brass plugs. 











products, there are many other which operates with or without air 
feotures that make their sale over the motor at 3 watts, 1400 rpm: 
Frame 51EL, which requires air over 


: : . r at 9 watts, 1550 n, and 
the fime-seving element, Bock the motor at 9 watts, | ) rpm, an 
| operates with or without air over the 


LATROBE Hana hes been designed | motor at 3.5 to 6 watts at 1550 rpm: 
to decrease installation time . . . | Frame 71 GL which is rated 1/40th 


easier. First among these is 


NO. 480 ""BULLDOG"' ARMORED CABLE SUPPORT 


an important point to stress to | and 1/25th hp, 1550 rpm, air over mo- 

contractors. Then, too, each tor, and is for use with direct-con 

LATROBE Floor Box or Wiring | nected propeller fans only. 

Specialty is flexible as to use 
. safe and long-lived in opera- 


tion, ond made of the best ma- | Westinghouse Salesmen 
terials available. e 

Light weight and strong, for supporting or hanging So, stock the line that saves time Push War Production 

cable from any angle. Easiest, most economical : 


method of temporarily or permanently installing ... Sell LATROBE wherever quality, Sales to markets closed by defense 
armored cable ° 





useability and economy are the and war demands have been replaced 


desired features. Write for our | by demands created in conversi mm ol 


| Westinghouse Electric and Manufa 
| turing facilities to war work. July o1 
Two gang _ad- | last year saw defense accounting for 
a Sar about 60 percent of the company’s 
° t °. . 
208 receptacle unfilled orders, whereas today th 
m O88 secnes. company is rapidly approaching 100 
One cover ; x , : 
plate with '/2" percent on war-operation. 
flush brass plug Oo “ec fe “~ , art of 
aaa tin” oii f It i reported that no smal] part 
cover with 2" REM this achievement is to be credited t 
See BONE GOD, Westinghouse salesmen who put the! 
| full effort behind the job of conversio1 
W rite :. Chey familiarized themselves with pr! 
é orities regulations, located many wu! 
| gently needed sub-cortractors, foun 
FULLMAN MANUFACTURING COMPANY sake nine oid ated oe 
aided in placing retired electrical m 
LATROBE . ° PENNSYLVANIA | chines in active duty, and showed the! 
| customers how repair parts for ol 
machines could be secured, becaus 





i t li me 
“se. oa two one price and product list today 
x 


also a copy of our distributor plan. 
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riorities would prevent the buying of 
ew ones. 

This war sales force has helped other 
ymmpanies to locate old electrical 
juipment and bring it back into serv- 


“e, 


| Morier New V.P. In 
Seyler Eastern Sales 


N. C. Husted, Assistant to the Pres- 
\ ; ident in Charge of Sales for the Seyler 
\lanufacturing Company of Pittsburg, 
.., has announced the appointment of 
Mr. E. L. Morier as Commercial Vice 
‘resident in Charge of Sales for the 
Eastern District. The latter’s office 
vill be at 150 Broadway, New York. 
Until his present connection Mr. 
Morier was Vice President and Gen- 


- eral Manager of the Joslyn Company 
y of New York, a company he had been 
1, with since 1919. Previous to that he 

was Vice President of the Naugle Pole 
\- and Tie Co. of New York. 


n Fullman Mfg. Co. 
: Appoints Boston Agent 


| H. Tutin, wholesaler representa- 
“% tive at 164 Oliver St., Boston, Mass., 
has been appointed as agent for the 
Fullman Manufacturing Co. of La- 





er asahin ie args ke i ag cal 

id trobe, Fa., manutacturers ot wiring 

specialties. Mr. George F. Brown, 

“ President of the Fullman Company an- 

th nounced the selection. : 

: Mr. Putin has been in the electrical FOR THE DURATION there will be plenty of changes in wholesaler’s 

: business since leaving school, starting showrooms and stockrooms, as here at General Electric Supply Co., Port- 

- with the Wetmore Savage Company in land, Ore. Top photo shows part of what was once an appliance showroom 
1917. Later he represented the Square occupying the whole front, corner and part of the other side. Now the 
D Company in the Boston territory and stock bins have been extended one section each, and the counters moved 
then in 1925 started out for himself as out, making more room for supply and equipment displays. The far end 

1 , manufacturers’ representative. has been shut off for stock as seen in lower photo. 


U.S. Has Jobs For Men 


«| [> Who Know Wholesaling oan ce 
of LIGHTING 








uc [wo agencies of the Government 
have asked WHOLESALER’s SALESMAN 
fol } to broadcast an appeal for men urgently 
y's needed in Washington for jobs _re- 
h julring a good knowledge of electrical 
00 wholesaling cost analysis or the pro- 
duction and distribution of industrial 
ot electrical equipment. 
t Out of the Distributor Section of 
el WPB comes a request from C. McKew 
O1 Parr, the Senior Electrical Consultant, 
ri } tor the immediate services of 5 trained 
U1 s electrical supply clerks such as quota- 
111 tion men, price clerks, or inventory 
es record clerks, These men must be ac- LIGHTING IN THE WAR EFFORT gets the attention and conversation 
na ' ™ ite and quick workers who will be : of these experts at the Winter Convention of the American Institute of 
e1 a Bow pass upon and execute daily Electrical Engineers in New York. Left to right are: S. G. Hibben, 
ol . 2 applications for priority assistance director of applied lighting, Westinghouse Company; D. W. Atwater, 
us I n electrical wholesalers. manager of commercial engineering, Westinghouse Lamp Division; Kirk 
lr. Parr has turned to the electrical M. Reid, General Electric Company; and E. M. Strong, Cornell University. 
94? 
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| wholesaling industry to get these men 
because he “feels that this department 
Fron 192] can best serve the government by 
having trained supply men entirely 
familiar with electrical material.” 
The salary offered at starting on 
these jobs is from $3,200 to $3,800 a 
year. Application forms may be pro- 
cured at any local office of the War 
Production Board. They are to be sent 
to “Personnel Manager” in care of 
Mr. C. McKew Parr, Senior Electrical 
| Consultant, Distributors Branch, War 


Se 

or ca sg = Production Board, Washington, D. C. 
ee Soe P The radiogram from Mr. Parr told 
gs fae : S this magazine that these men were 
,: ee ia , ‘ needed at their desks in Washington 
YA WS on April Ist, but this notice is being 
i/| \ a printed on the assumption that these 
jobs may not yet be filled and that 

|more applications are needed. 
From the Manager of the 2nd Civil 
| Service District comes a notice of 5 
‘ i D U Ss T i j A L L | G he T | NM G vacancies with the OPA and the WPB 
for men who as Marketing Specialists 
will deal with problems of price and 
cost in the field of industrial electrical 
5 v E C { A L| STS equipment. Four vacancies exist in 
the OPA with salaries at $2,600, 
$3,200, and $3,800. A marketing spe- 
Even in these war-busy days, a 21st birthday ot os rae en es 
seems important enough to warrant a little The persons selected will “conduct 
, , ; studies to determine the reasonableness 
celebration...and we have been at this light- of price rises; pregare reports and 
ing business now since the beginning of Warren vie schedules ; 7 consider D cguyene 
, ; ae . ‘ roblems of purchasing, selling, and 
Harding s administration, way back in the eo in the industrial electrical 
“good old” flapper-and-speakeasy days. equipment field; deal with problems 
As specialists in the research, design and See ae te ae Ge 
fabrication of equipment for the broad fields of and confer with representatives of the 


, ‘ e : : lectrical industrv rice contro 
industrial, commercial and flood lighting, we re ey ae Oe Cee 
{ Cc Ss. 


have developed many dependable ways to con- No basic education requirements are 
trol incandescent, mercury vapor, fluorescent— specified. The necessary experience 
3 needed is reported as similar to the 
and now the new RF—light sources to achieve requirements for Industrial Specialist. 
maximum efficiency. “Experience as a distributor or re- 
2 ee gional tactory representative for manu- 
Why not put your lighting problems up to a facture of items . . . of electrical 
specialist? Bright Light Reflector Co., Inc., cquipenrat ts desiralle, A combtention 
: of experience in production and dis- 
1031 Metropolitan Avenue, Brooklyn, N. ¥. tribution is preferred. Otherwise, men 
with only slight distribution experi- 
Write for one or both of these Silv- A- King Lighting ence who have had some knowledge of 
Guides: LG1 — Fluorescent, or LG2 — Incandescent. | production costs.” 
Applicants should write to or see the 
Manager of the Second Civil Service 
Quality and dependability ’ District, 641 Washington St.. New 
through two decades have linked York, N. Y. 
the Silv-A-King name with such a 
famous nomes-in-industry as: 
AC SPARK PLUG ne = | 
BETHLEHEM STEEL « BUICK . a 
CHEVROLET © GENERAL MOTORS ja Norfolk Graybar Moves 
FISHER BODY a i on oe — . ; 
INTERNATIONAL HARVESTER s _ | Phe facilities of Graybar Electric 
JONES & LAUGHLIN STEEL : “ e | |Co., Norfolk, Va., have been mov ee 
PITTSBURGH PLATE GLASS = = to new warehouse and office quarters 
at 21st St. and DeBree Ave. The new 
RUPPERT BREWERY Racatinn ten 4 Pee gene aa 
ocation has a separate entrance load 
WARD GAS ’ ling and quick contractor service 
larger warehouse space, counter and 
| display room and parking space fot 


SILV-A-KING MAKES tight WORK FOR YOU pick-up customers. 
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and many others 





CONFERRING ON OUTSIDE 
SALES (top photo) at Farrell-Argast 
Electric Co., Indianapolis wholesale 
house are: seated, H. McMullen, pur- 
chasing agent; U. Thompson, sales; 
standing: salesman George Loucks 
and Charles Blakes. Inside sales are 
handled by the busy crew shown at 
the counter below. 





WPB Approves Building 
350,000 Defense Homes 


\n additional 350,000 dwelling units 
r war industry workers, a program 
re than doubling all previous de 
lense housing estimates, was author- 
ze by the War Production Board on 
he recommendation of the National 
Housing Agency. 
Of this number, 150,000 will be 
ected by agencies of the Federal 
vernnent, while the remaining 200,- 
will be privately financed. 
Of importance to electrical whole- 
rs is the announcement that in 
ition to preference ratings assigned 
the projects, other appropriate as- 
tance will be given to contractors 
ssure delivery of materials essen- 
to approved construction in areas 
ttied by the National Housing 
ney as being in need of additional 
g accommodations. 


RUBBER COVERED POWER CABLES e BUILDING WIRE 


TO HELP WIN THIS WAR 


CRESCENT: 


Manufactures ALL 
TYPES OF ELECTRICAL 
3 WIRES & CABLES 


e BARE WIRE 
Z1aVvVS GauOnuV 


SaQUOD AITSaIXaAlTA 


CRESCENT 
is all out for WAR! 


We continue to 


maintain our policy of 
COMPLETE JOBBER CO-OPERATION 


CRESCENT INSULATED WIRE & CABLE CO. — 


SZIGVYS LVYMNUVd GNY GASVYINGA GVA 





4 


WIRE and CABLE 


Factory: TRENTON, N. J.— Stocks in Principal Cities 


JOBBER CO-OPERATION — 
A PERMANENT POLICY 5 


CRESCENT ENDURITE SUPER - AGING INSULATION 





We 


SIMGNYS GAHSINYVA ® 
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Midwest Sees GE Show 


The people of nearly 50 towns in 
the Midwest had opportunities thi 
Winter to see General Electric’s Vic 
tory Lighting Show as guests of thei: 
local utilities. Traveling from plac 
to place through Iowa, Nebraska, Mis 


/, /, souri and Kansas on a motorized “Vai 
| of Vision” the free educational shows 


| drew an average attendance of 450. 
ALL PORCELAIN In all, during February and March, 
more than 30,000 persons saw th 


latest developments in lamps ani 


































lighting through a program which 

ranged from the latest information o1 

| blackout technique to the new hig] 
levels of illumination used in war pro 
duction. 

Heading the troupe of lighting ex 
perts on this tour were Dean M. War 
ren and Wentworth Potter, lighting 
engineers at GE’s Nela Park labora 

Mr. Warren headed the first 




























tories. 







STANDARD TUBES 


In sizes '/2 to 48 inches, 


OUTLET BOXES 


Glazed and unglazed styles 






















conforming to all existing 5/16- to 3-inch diame- 
standards of dimensions ter in following types: 
spacing, position of knock- unglazed, glazed, split, 
out holes and mounting floor, split floor, head- 
screws. High mechanical less, curved end, cross- 
and electrical efficiency. over split, and cross- 

over. Diameters all 
SWITCH BOXES uniform both inside 





and outside. 





Insure greater safety in 









wiring and the elimina- KNOBS 

tion of all grounding haz- 

ards. Made of best qual- Cement coated — nail 
ity white porcelain. Metal — genuine leather- 
inserts are placed in two washer — code stand- 






holes of the switch boxes ard. They don't chip 
when driven in and 





Dean M. Warren 








for receiving screws of 






standard switches, plugs, they stay in place. 















outlets, etc ee half of the tour and then Mr. Potter 
for single wires, also for TOGGLE took over for the trip through Missouri 
cables. Specify and use SWITCH and Kansas. 

them 





Demonstrations or talks by Mr. 
Warren and Mr. Potter included the 
following subjects: fluorescent light- 
ing; black light; germicidal lamps; 
ultraviolet and infra-red self-reflect- 
ing lamps for health and drying needs; 


PLATE 


All porcelain 
with beveled 
edge and 
vital materials is it valuable today but decorative 


because these systems give you high- ee 








@ Not only because porcelain saves 









face ° 7 ¢ 
. . and the four fundamental factors ot 
est standards in results and offer your i ulti 
vision, 
customers permanent wiring. Porcelain CLEATS 
systems are safe, easy to install, and Standard one, two, and three-wire 
types. 





adaptable to practically all wiring plans 





and layouts. Grounding is unnecessary. 





No rusting or corrosion. Install 


New Chicago Office 
; . For Allen-Bradley 

ILLINOIS All Porcelain Wiring Systems asst scan 

the next time you have a prin ob. Biull Da 







REGISTERED Removal of their Chicago office to 
pathos Rae new and larger quarters has been an- 
r r : 

— nounced by the Allen-Bradley Com- 


| L LI a 0 ; S pany, manufacturers of electrical motor 
ELECTRIC PORCELAIN CO. control equipment. The new location 

is 624-630 W. Adams St. The tele- 

MACOMB, ILLINOIS phone number remains as Haymarket 


3391. Mr. John McC. Price continues 


in charge as district manager. 
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New Exercise for the 
Wholesaler’s Salesman? 


[he wholesaler’s salesman who has 
dulged in various forms of exercise 
just to help keep the waistline down” 
ay find the problem simplified for 
him if wholesale houses are forced to 





the same expedient that some utilities 
have adopted. Northern States Power 
Co. has purchased 24 bicycles for the 
ie » yse of local trouble shooters in its 
id ' Wisconsin division as a move to con- 
a serve tires. Marion Reserve Power 
4 ; has bought twelve bicycles for the 


Same reason. 


- f Association News 


ANSAS CITY—A regular luncheon 
meeting was held on March 10 at the 
Hotel President by the Electric Associ- 
ition of Kansas City. Featured on the 
program was the Duponts Co’s new 
color-sound film entitled ‘“Three-Di- 
mensional Seeing” which was worked 
out in collaboration with the Phila- 
delphia Electric Co. Activities of the 
\ssociation are being geared into the 
war effort wherever possible, thro 


127 
bulletins, special conferences, aa 
meetings to discuss important sub- 


jects. 


DENVER—A series of meetings ar 
ranged by the Rocky Mountain Elec 
trical League to be addressed by 
\rthur E. Schnauel of the National 
\dequate Wiring Bureau, New York. 
will give local interests a number of 
new slants on current and future war 
‘onditions. The first meeting was 
held before the electrical contractors 
group on March 16, and on the follow 
ing day he addressed an all. industry 
group at a luncheon-meeting at the 

ytter Denver Athletic Club. 
ouri S PHILADELPHIA — The Electrical 
\ssociation of this city, cooperating 
Mr. vith the O.C.D. to promote air raid 
the § protective effort, has installed a com- 
ight- plete and authoritative display of such 
mps ; n iterial and equipment in the fifth 
Aect- floor exhibit of the Association. In- 
reds: ‘luded are many devices designed for 
‘s of s industrial, store, office and residential 
protection. Another interesting and 
itional exhibit was presented by 
the Infra-Red Division of this Asso 
lation in the Edison Building to dis- 
various units of infra-red equip- 
ment. A total of eleven companies par- 

‘ipated in this demonstration. 
FOREST PARK—The West Sub- 
ice tO s urban Electric League of Forest Park, 
n at illinois, on March 13 had as its speaker 
Com- | Burdett Gibson, a member of the Chi- 
motor cago Priorities Field Staff, who dis- 
cation ‘ussed the operations of priorities, par- 
tele- ticularly as they affected electrical 
nark t wholesalers, contractors and related 
tinues Wsinesses. 





1942 


| 





"STOCKLITE 


@ Today’s rush orders for Victory require fast, 
accurate handling. To accomplish this, use the 
fixture correctly designed for the illumination of 
stockroom shelves and bin interiors. The Stock- 
lite will help you speed up, save time, and avoid 
costly mistakes. Note how its novel design pro- 
tects you from glare and eyestrain, yet throws 
light into bins from top to bottom row where 
ordinary fixtures cannot. The Stocklite is widely 
used by the Government and defense plants. 
Write for Bulletin No. 91. 


GOODRICH 
INDUSTRIAL LIGHTING 


In addition to approved RLM fixtures, the complete 
> 4 “SS Goodrich line includes a size and style of fixture for every 
‘ industrial requirement. 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 


OODRICH 


RIiC.COMPANY 


1 N i Paeome © 8 PAA 





GENERAL OFFICES AND FACTORY: 4610 BELLE PLAINE AVENUE, CHICAGO, ILL 
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Pos 


FOR 
MARITIME 
USE 








oe. ae 


DS-1743 DS-1742 


T-Rated Switches in S.P., D.P., 
3-W and 4-W types—Brass 
plates with special Chrome fin- 
ish, of a width and height for 


mounting in the narrow channels 
on shipboard. 


Don't overlook P&S-Despard De- 
vices for this type of work—Their 
small size makes them particu- 
larly adaptable for many ship- 


board installations. 


PROMPT SHIPMENT 
OF RATED ORDERS 


Send for your copy 
of our new catalog 





Pass & Seymour, Inc. 
SYRACUSE, N.Y. 


| committee 


‘Rocky Mountain Group | 


Gears for War Effort 


Plans for a material expansion and 
complete reorientation of League ac- 
tivities designed to fit the organization 
into the nation’s program, dis- 

| tinguished the Mid-Winter Manager’s 
Conference of the Rocky Mountain 
Electrical League at Denver. 

Current activities decided upon dur- 

the under new and 


war 


ing conference, 


| already established divisions, sections 


and committees are: “How to Build 
up system load factors”; “Study of 
lighting applications for defense, con- 
servation of eyesight and increased 
productivity of vital materials”; “Re- 
search and planning for post-war pe- 
riod, to reestablish business on behalf 
of all of the industry”; 
“Continuous cooperation with dealers 


branches 


to minimize loss of business and fail- 
“Creation farm service 
committee, working in conjunction 
with the Edison Electric Institute, to 
stimulate methods and equipment 
which will give maxinaum increase in 
farm production”; and others. 


ures”; of a 


Purchase of Rural Lines 
May Extend REA 


\dministrator Harry Slattery re 
cently told a house appropriations sub- 
that REA would start no 
new lines “except where the lines will 
prov ice for pur 
poses,” but added that the agency could 
spend funds for acquisitions 


electric service war 
“wisely” 
to “tighten up” co-op systems. 

While Slattery said an estimate of 
the number of acquisitions cannot be 
made “exactly,” he told the committee 
that the holding company act will cre- 
“some possibility of acquiring lines 

for REA 
of course, factors in the 


ate 
by 

that 
wh le 


purchases cooperatives 
will be, 


REA 


program.” 


25th Anniversary For 
New Orleans Wholesaler 


Leo e Hirsch, president of the Elec- 
trical Supply Company, New Orleans, 
‘lebrated on March 17th the 25th 
anniversary as head of that organiza- 
tion. A desk set was presented to Mr. 
Hirsch by 


| sha, Ch 


his employees. The presen- 
tation had to be made at his home by a 
committee illness prevented 
him from attending a celebration party 
which had been arranged at the com- 
pany building. 

Mr. Hirsch is past president of the 
Electrical Association of New Orleans, 
and a member of the Association of 
Commerce in that city. 


1 
because 


Why dig 
through a 


PILE 


of Catalogs? 
ran sy, 


i Za! 


Find the Fitting pan need— 
quickly—in the COMPLETE lin 


If you have a Penn-Union Catalog, 
you can instantly find practically 


i 


| every good type of conductor fitting. 
| These few can only suggest the 
| variety: 


Universal 
Clamps to take 
a large range of 
conductor sizes; 
with 1, 2, 3, 4 
or more bolts. 


L-M Elbows, with compression 
units giving a dependable grip on 
both conductors. Also Straight 
Connectors and Tees with same 
contact units. 


Bus Bar Clamps for in- 
stallation without drill- 
ing bus. Single and 
multiple. Also bus sup- 
ports — various types. 


Clamp Type Straight 
Connectors and Re- 
ducers, Elbows, Tees, 
Terminals, Stud Con- 
nectors, etc. 





Jack-Knife connectors 
for simple and easy dis- 
connection of motor 
leads, etc. Spring ac- 
tion — self locking. 


Vi-Tite Terminals for 
quick installation and 
easy taping. Also sleeve 
type terminals, screw 


type, shrink fit, etc. etc. ey 


Splicing Sleeves, Figure 8 and Oval, seam- u 
less tubing—also split tinned sleeves. High 
conductivity copper; close dimensions. 


Preferred by utilities, industrials,¢(J | 





electrical manufacturers, contractors 
— because they have found that« 
“Penn-Union” on a fitting is their {i 
best guarantee of Dependability. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. Sold by Leading Jobbers 


Conductor Fittings 
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Change Banks Co. Name 
To The Kirlin Company 


\ change in name of the Claude 
Banks Company, Detroit, Mich., to 
lhe Kirlin Company became effective 
February 20th. Announcement stated 
that it involved no change in owner- 
ship or personnel. Claude Banks will 

main as plant manager, and the com- 
iny will continue to produce its line 
f lighting equipment. 

lvan Kirlin, president of the com- 
pany, announced the appointment of 
Bob Sweeney as representative of the 
Kirlin Company in the Michigan ter- 
ritory. Mr. Sweeney was previously 
connected with lighting sales in this 
same area. 


Underwriters Continue 
Product Listings 


The Underwriter’s Laboratories has 
nnounced that arrangements have 
been made to continue listing products 
now approved by them under reexam- 
nation service for manufacturers who 
vish to maintain these listings and ex- 
pect, after the emergency, to resume 
production on products now discon- 
tinued because of inability to obtain 
materials or because their production 
facilities have been converted to war 


use 


Varying Degrees of 
Lighting Recommended 


HALIFAX, N. S.—The wartime 
estrictions on lighting will continue 
re stringent in the maritime prov- 
nces than in any other part of Canada, 
‘cording to F. R. Davis, chief of air 
ds precautions for Nova Scotia. He 
eads a committee which has recom- 
ended varying degrees of lighting 
throughout Canada. 








VEW FRINK REPRESENTATIVE 
Mr. F. L. Hockensmith who was ap- 
pointed recently to cover the Los Ange- 
les district, including Arizona, Southern 


California, and Las Vegas, Nevada vi- 
Cinity. 


The service life of the best tool or appliance can be “sabotaged” by a flexible cord 
not suitable for the job, that quickly wears or fails. But matching the cord to the 
service is no problem—because Roebling offers 8 different types of rubber-jacketed 
flexible cords alone—each exactly suited to aspecific type of service—as outlined below. 


SUPER QUALITY—60% RUBBER JACKET 


ROECORD TYPE S-—For use in machine shops and out-of-doors 
where extra long life and resistance to moisture, abrasion, kinking, 
impact and tension are required. 


ROECORD TYPE SJ-—For pendant and light portable use in offices 
and similar places indoors where extra long life is desired. 


UNDERWRITERS GRADE 
ROEBLING TYPE S—Same services as Roecord Type S under 
ordinary conditions of moisture, abrasion, kinking, impact and tension. 


ROEBLING TYPE SJ-—Two types—constant service, similar to 
Roecord SJ but for less severe service; and stationary service—a less 
flexible cord for equipment which is seldom moved. 


SPECIAL APPLICATION CORDS 


ROILCORD TYPE SO-A heavy duty flexible cord with Neoprene 
jacket for use on screw machines and where there is considerable 
exposure to oils, acids or sunlight. 


ROILCORD TYPE SJO—Same as Roilcord Type SO except this is for 
less severe service. 


LIGHTER SERVICE CORDS 
ROEBLING POSJ—Parallel cord with separate rubber sheath—for 
lamps, clocks, radios, refrigerators, etc. 


ROEBLING TWINSPLIT, N.E.C.—Parallel cord 
with combined insulation and jacket—for lamps, 
clocks, radios, etc. 


JOHN A. ROEBLING'’S SONS COMPANY 


TRENTON, NEW JERSEY - Branches and Warehouses in Principal Cities 
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ATTRACTIVE COUNTER DISPLAY CARTONS MORE FACTS 
TO HELP YOU AND YOUR DEALERS SELL . ON PRODUCTS 


G-E NEON GLOW LAMPS! 








Appliances—New 1942 full line house- 


| hold appliance and farm equipment 
This new carton holds 10 1-watt glow | catalog for city and farm customers is 










lamps; a larger carton for 10 2-wattor | announced by General Electric Co. 


3-watt glow lamps is also available. | Bridgeport, Conn. as a sales tool 
retailers. 













ERE’S General Elec- ; ; _ 
Electrical Equipment—Trico Fuse Mig 

































































tric’s handy new | ¢,’ Milwaukee, Wisconsin has intro- “ 
counter display Carton | duced a series of bulletins giving eco 
designed to help youand | nomic methods of lubricating and pro 
vour dealers sell more tecting industrial and electrical equip- 
OER ¥ ment. Available bulletins are N 
G-E Neon Glow Lamps 4500-C and No. 4600-OB 
for use as night lights. 
Put a couple of these | Electric Wiring Products—The 1942 
cartons (one for G-10 C-F Catalog No. 17, released by The 
lamps, the other for S-14 M. B. Austin Co., Chicago, lil. contains 
lamps) on your counter. 144 pages of useful information pertain- 
: : ing to a wide range of electrical materials 
Get your dealers to do 
the wes Pictures il- Fluorescent Devices—The |}ryant Elec- 
lustrating uses appear tric Co., Bridgeport, Conn. has release 
on the front of each car- 4 additional catalog pages, listing their | 
NELA SPECIALTY DIVISION, LAMP DEPT. ton, and a special mes- fluorescent items on hand, plus new 
GENERAL ¢ ELECTRIC sage for dealers on the ene 
back .. to help sell more - Pe Oe + Prie 
a ’ . - ~ NReVIse( rice¢ 
410 Kighth Street, Hoboken, N. J. G-E Neon Glow Lamps. list No. 114FL-1 applies Rag sare tons 
Catalog No. 114, and replaces price 
list No. 114FL. Available from Day | 
Brite Lighting, Inc., St. Louis, Mo 
Lighting Equipment— An 8-page book 
let demonstrates with charts, illustra 
tions and facts the progress of tl 
Champion Lamp Works, Lynn, Massa 1 
chusetts as related to the development 
of incandescent and fluorescent equi 
ment. 
Protective Devices—Frank Adam Ele 
Co., St. Louis, Mo., has available 
new 16-page bulletin, No. 63, contain 
ing specifications of fuse type and typ¢ 
A.C. circuit breakers. 5 









And there's just as much difference between 
the streamlined BRIEGEL METHOD of making 
connections and former old-fashioned methods. 

The BRIEGEL METHOD saves you up to 50% 
on time and a substantial saving on materials al- 
lowing you a larger margin of profit on 
each job. Make quick, easy, strong and 
neat connections this MODERN way. 










Textbooks—The McGraw-Hill bBo 
Co., New York City, has published 
1942 catalog entitled “Textbooks f 
Training in War Industries and tl 
Armed Forces,” listing and describing 
No extra turns or twists. 125 books on those subjects 
no nuts to tighten when 
you use B-M connectors 
and couplings. Just TWO S 
SQUEEZES with the patented 
B-M indenter (which costs oO B I T U A R I E 
you only $1.25) and you 
have a smooth efficient job. 
Approved by Underwriters Charles N. Wiltbank 


Laboratories, 




























Charles “Chick” N. Wiltbank of th : 
DISTRIBUTED BY Paragon Sales Co., Philadelphia, Pa P 
ie se ary 2 la 
ie OO Aetin Co. The Steelduct Ce. died on February 24th. +" | 
Chicago, Hl. Youngstown, Ohio Mr. Wiltbank was a well known figure 3 
Clayton Mark & Co. Enameled Metals in the electrical equipment field. Unt! to 
Evanston, Ill. Pittsburgh, Pa. ° . aa ° as Gales ° 
Clifton Conduit Co. National Enameling & Mfg. Co. his connec tion with the Paragon Sal pl 
Jersey City, N. J. Pittsburgh, Pa. Co., which started in October, 1940, he Pl, 
General Electric Co. Triangle Conduit & Cable Co ¢ . » Kfan- 
a - a “ — rears Sales an 
Bridgeport, Conn. Elmhurst, N. Y. C. had been for several years - ales Ma 






ager of the Hugh H. Eby Company 
Philadelphia manufacturers of radio ac 
cessories. 





BRIEGEL METHOD TOOL CO., Galva, Ill. 
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Mr. Jobber: You Can Help 


ew Products this WAR 


Ou Can Vell Stock and Sell these Non-Critical 
Porcelain Wiring Materials 





FLUORESCENT LUMINAIRE 





Fluorescent Luminaire CL-I10, for com- 


mercial use, is designed for semi-direct 
or direct illumination for stores, offices, 
a etc. Available for continuous row ceil- 
ing or surface, or individual ceiling or 
surface mounting. Suspension mounted 
= units also supplied. Lamp starter, en- 
oa | closed in metal container with bayonet fh’ 
al contacts, is equipped with a condenser = 
| to minimize radio interference. Westing- Defense Housing Critical List 


h . 8 tifa . Cleveland, Che. dated February 24, 1942 
woe ee. © SOS, Concer » War Department Circular Letter 


qui =1245 dated February 21, 1942 





aSSa 


ment 





ven "09 WHOLESALER’S SALESMAN fe] “= fs 
. Rea 
a , - You can help win this war by stocking materials for 


Porcelain Protected Wiring systems—Porcelain Outlet 

Boxes, Knobs, Tubes and Cleats. 

PROTECTIVE LIGHTING ——————_ a Porcelain Protected Wiring Systems and Porcelain 
= , “ materials for their installation conserve the greatest 

amount of critical materials and are specified by the 

War Production Board and the War Department. 

It is highly essential that this type of wiring con- 
struction be used for Defense Housing, Cantonment con- 
struction and all other types of government sponsored 
and private building construction. During 1942 it can 
save an estimated 184,020,000 Lbs. of Steel; 22,236,000 
Lbs. of Copper; 2,964,000 Lbs, of Rubber and 1,488.- 
000 Lbs. of Zine. 

The complacency of France, of Singapore—yes, and 
even our own Hawaii—must not be duplicated in our 
attitude toward the many little things of our everyday 
economy. The aggregate of many little things is the 
SPY overall sum total of Material and Power which must 

y : 





‘. - LJ Lj 
Angle Style Direct Style rs 


Elipso Standlite, protective lighting unit, mean Victory for our War Program. 


of ti particularly for use around industrial J x 

. Pa plants. With the low mounting height, F 7 “Install Porcelain Protected Wiring Systems in 1942.” 
amps of from 300 to 500 watts deliver 

figu! a high intensity of illumination. Designed 


Inti! tor mounting on a standard two-inch 


Sales Pipe. Goodrich Electric Co., 4600 Belle 


ne PORCELAIN PRODUCTS, Inc. 


FINDLAY, OHIO 


heniwrit 


vent 
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ELECTRIC HEATER 

















For use in office and stores, these fan- 
type electric heaters are powered by 
‘s-horsepower motors with resilient 
Fixtures are certified mounting. Temperature limit switch is 


Fleur-O-Liers and connected in the control circuit of the 
Underwriters’ Labor- 

























atertes, tas... eggraved | contractor. Mounting may be made on 
and bear their labels. wall, ceiling or floor. Westinghouse 
Precision built of Elec. & Mfg. Co., East Pittsburgh, Pa. 







: : > heavy gauge _ steel 
. ‘ . ‘ , . . electrically welded to : 
A skillfully engineered industrial series . . . fabricated to exacting ees sate tee. wren writes WHOLESALER’S SALESMAN 
specifications and incorporating these outstanding features: (1) for ing loose and to give 
individual or continuous line installation (2) “one man installation” greater rigidity to the 
a ” : tie fixture. Availabl 
feature for easy hanging and servicing (3) “Klasium” finish, the last- — a 
pie IS : z one or two lights for 
ing enamel (4) “V’ shaped reflector for maximum light output. 20. 40 or 100 watt 
Send for literature. Mazda F Lamps. 


LIGHTING PRODUCTS. INC. 


HIGHLAND PARK, ILLINOIS, OT ..8-As 



























We Can Deliver 
the Goods! 


WANTED 


UNIVERSAL PARALLEL REPRESENTATIVES | uni-Pact Bells, industrial signals, may be 


° mounted on any standard outlet box. 
FAP Cae ren for established Available in both a.c. and d.c. types. 


Design of mechanism eliminates the 
PA ad c L A N D hinged armature with its bearings and 
bushings. Schwarze Electric Co., Adrian, 


SWITCH LINE Mich. 

















Here's an opportunity for 
good men! Represent a 
well known concern 











Catalog Nos. 
2030 to 2042 














For two wires of the same size or two of dif- manufacturing an estab- ELECTRIC DRILL 
ferent sizes. lished line of Safety 
PRESSURE TYPE CAST Switches, Service Equip- 






CLAMP TERMINAL LUG | ment, Panelboards, and 
allied equipment. 











Catalog Nos. 401 to 449 





Our products have estab- 
lished a high standard of 
quality in their field... 


















Noted for its simplicity, ease of application and An opportunity for men 

adjustment. Full conductivity and a one-piece . — 

structure. with proven ability to pro- 

Write for CATALOG No. 3LC duce. : ; 
Heavy-Duty Holguns, particularly suited 

KRUEGER & HUDEPOHL Box No. 41, ¢/o Wholesaler's Salesman | for use in aircraft and kindred indus- 
| 330 West 42nd Street, New York, N. Y. tries, have 2-pole instant-release switches 
| 





236 VINE ST. - - + CINCINNATI, OHIO 









with "Pistol Grip and Trigger Switch’ 
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fi ff Set ea 


a fe wt SB ath at Mf 2 Se «eo L!lCUCelC 




















N 


control. Right or left hand operation. 
Sherman | Powered by universal motor and ball- 
| bearing equipped throughout, these 
GROUND FITTINGS units are designed for constant duty 
production drilling. The Black & Decker 

Easy to Install — Mfg. Co., Towson, Md. 


Fully Dependable! 

















When writ 
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mention 








Tye OF-3 RIGID GROUND 


FITTING 


Solder or solder- 
less fitting for 
rigid conduit. 
Heavy, large CLEANING STONES 
washer provided 
for solderiess con- 
nections. 



























SF 
OF FIRST 
IMPORTANCE 


Right now it’s an all-out effort for 
Victory—but in the years ahead we 
shall make Signal products the ultimate 
in quality and price. as in the past 
50 years. Quality is still our principal 
product. 

Cleaning stones, designed to remove 

; es excess film and dirt and clean while mo- SIGNAL ELECTRIC MFG. CO. 
Write a eS y tte = oe = tor or generator is running. Also clean Menominee, Michigan 

cost Ground Clamps. film from brush seats, help to re-seat Offices In All Principal Cities. 
past stock and sll the Sherman line, With Sherman brushes. It is claimed that the stones 

sell them you'll find they REPEAT. will not cut commutator, are easy to use, » a a KI 


H. B. SHERMAN MFG. CO. do not clog. Ideal Commutator Dresser Sits nat BAL 


Co., Sycamore, Ill. 
Battle Creek, Mich. 


"Oh Boy ~dothey | 


“al ‘SELL? ‘a SOLDERLESS CONNECTORS 


ORES q 
HAVE YOU TRIED 
The New Ilsco Lugs? 






STRAP TYPE—PRE-FORMED 
EXCLUSIVE ROLLED END 













Pure copper ground clamp of patented de- 
sign, partially formed for easy installation 
Wire may be soldered to rolled end or 
clamped under washer. 
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| FLUORESCENT FIXTURE——————-_ | 













BUILT FOR OVERLOADS! 


The new design—as passed 
by the Underwriters’ Labo- 
ratories May 1, 1940. 




















That's what TRICO jobbers every- 


where tell us. 


TRICO Powder-Packed renewal ele- 
ments are not interchangeable with 
ordinary “ bare link types. There- 

























fore, YOU get all the repeat business 2 GENTLEMEN: COUPON 
bell fos the future 7 eliminate all : SEND ME new Catalog & Sample! TODAY 
ition. : 

TRICO QUALITY assures you of satisfied i irene reine hamonnnetees 

customers — and the controlled “’ THRU ne 

THE WHOLESALER ” policy builds a No. F-905 fluorescent fixture is con- : Pe CEES Ks 9550 PEC ERED le pnb ae hp ee Hee mae 

non-competitive, profitable business for structed of glass with a spiral plastic 5 pee : 

you year after year. trim. It uses four 14-watt fluorescent : 

Get complete details from your TRICO lamps. Ceiling type is also available. S City amd State... 2... sceeeeeceseeeeeececewenees 
epresentative or write Moe Brothers Mfg. Co., Fort Atkinson, : 








Wis. ILSCO COPPER TUBE 


AND PRODUCTS, inc. 
beeper rep WHOLESALER’S SALESMAN ie 5629 MADISON ROAD —--=— CIN,,O. 






miilseM itl) alice comm lilva-1t) ¢-1-oe dre 
in Canada: IRVING SMITH LIMITED, Montreal 
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Bien; WINNING THE 
he = WAR ON THE 
HOME FRONT 


PROPERLY 
ENGINEERED 
FLOODLIGHTS 


for ORDNANCE PLANTS ® 
DOCKS REFINERIES ® 
BRIDGES @ FAC. 
TORIES @ YARDS ® 
HANGERS ¢ RADIO 
STATIONS ¢ ETC. 
4200 SERIES 
750 to 1500 


eaning a 
Relamping 


DEFENSE 
LIGHT 


bexpre 
for 


300 
Hi 

Floodlight 
ies Many 
Features 


800 
Series 


l zh ca alway be kept } 
tliciens NO DANGEROUS POLI J 
Write for particulars. 


REVERE ELECTRIC MFG. CO. 


4 
ORTH PAULINA STREET- CHICAGO 
4a Ploocdt 





Strong Time-Lag 
2 TO 5 TIMES 
Normal Current 


INCREASED PROTECTION 


End Needless 
Fuse Blowing 
Meet 
Federal Specifications 
WE-803 Type 2 
APPROVED BY UNDERWRITER 


Write for Details 
Mtgr’s Agents Territory Open 


WARE BROTHERS 


4420 W. Lake St., Chicago 
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SUPERIOR 
NAIL KNOBS 


Approved by National 
Board of Fire Underwrit- 
ers. Real leather head 
washer; extra heavy cap: 
positive grip wireways; 
new Code base; steel 
spring washer; and 12d 
cement coated nail. 


SEND NOW for newest 
literature including low 
price lists. 


SUPERIOR PORCELAIN CO. 


Box 669 Parkersburg, W. Va. 











<a> OLO RTOP 


FUSES 


THE COLOR TELLS THE SIZE 


PACKAGED 
TO SELL! 

NEW 7 color display box . . . NEW 
5 unit carton .. . all safety top (No 
shocks — no cuts). More eye ap- 
peal—bigger demand are plus 
values that make COLOR- 
TOPS the FUSE TO SELL 
for more profits. 
DISPLAY BOX FREE 


with every 50 fuses. 
Always thru the 
WHOLESALER 


TRICO FUSE MFG. CO. 


MILWAUKEE WISCONSIN 





4 General Electric, heavy 
J EI rie, y dut X 
Sonentes Quiet’ aluminum blades 
riple-Plated, Jewel finish chrome 
on seamless steel column 

teen Dilated steel Guard. 

ase: : 
Coshionsd. Ebony Crystal. 
Complete Line of 
Equipme 
For further information write to: 
CIRCULATORS and DEVICES 
MANUFACTURING CORP 


100 PRINCE sT 
NEW YORK, oe 


Ventilating 
nt. 


e Manufacturers 
Representative 


Manufacturers representative 
opening Pittsburgh office de- 
sires additional lines for the 
tri-state territory. The finest ref- 
erences can be furnished. 

Box No. 42 c/o Wholesaler’s Sales- 


man, 330 West 42nd Street, New York. 
N. Y. 
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